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Merchandiser Doubles Sales 


Santa Crus, California, Feb. 8, 1921 arate compartment with index showing cor- 
Champion Spark Plug Co., Toledo, Ohio rect plug tor each purpose enables us to im- 
mediately give the proper plug. 


Gentlemen :—Permit us to thank you for the ; 
Merchandiser, as it is has doubled our sales of | Yours very truly, 
Champion Spark Plugs and in addition allows SANTA CRUZ TIRE & SUPPLY CO. 


us to give our customers SERVICE. re a 
The fact that all plugs are in their sep- He 


604 Avondale Ave. Champion Spark Plug Co. Toledo, Ohio 


Champion Spark Plug Company of Canada, Limited, Windsor, Ontario 


Entered as second class matter Sept. 19, 1899, at the post office at Chicago, Till, under act of March 6, 18 
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Finely Milled for Action in Smaller Space 


BILLMONT 


The The solid pawl is set in a recess of solid 
steel instead of using a pin for its axis. 


The ratchet itself is especially heat treated 
Ratchet to resist wear—pawl and ratchet are both 


finely milled. They catch and hold with 
Wrench the least movement of the drop forged and 

nickeled handle—a half-inch leeway is more 
than enough to operate a Billmont Ratchet. 


The hexagon opening will take all sizes of Billmont inter- 
changeable sockets thereby making a ratchet wrench that will 
operate on nuts or bolts of 24 different sizes. Moreover, the 2 
extensions (6-inch and 1l-inch) also fit the ratchet separately 
or together and likewise take 24 socket sizes giving additional 
length and creating greater utility. 


This is a practical tool for practical men with a wide range of utility. No 
shop, garage or car equipment is complete without the Billmont Ratchet 
and set of sockets. 


List Prices, No. 8 Ratchet (12”)............ 
No. 9 Extension (6”).......... 
No. 10 Extension (11”) 


Catalog Upon Request 


Edgar C.Guthard Co. 361 East Ohio Street, Chicago 
NEW YORK SAN FRANCISCO MONTREAL 


Carlos J. P. Lucas, Sarmiento 643, Buenos Aires, S. A. 


WRENCHES 
with-Interchangeable Sockets 





No. 500 


Equivalent to 768 
Mechanic’s Kit 


Wrench Combinations 
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Carbon Arc 


SODERWAND 


“Solders Like Magic” 





Cutting Corners— 


for the Electric Equipment 
Repairman 


Cutting out the work, cutting down the time, 
cutting chunks off the cost and price, but add- 
ing materially to the profits, is Soderwand’s 
job in your shop. 


Put Soderwand to work! 


It is light and handy, not a clumsy club. It 
has no expensive heating elements to re- 
place—the carbons cost only a nickel. It 
uses current only one minute in five, and 
not much then. It attaches to any lighting 
circuit. It can be carried to the job, or 
fastened to the bench. There is no dirty 
furnace. No stops to heat up or change 
coppers. The tinning does not:come off. 


You need Soderwand. Get our folders that 
tell all about it. The 1921 model, with. all 
improvements now costs only $18.00. Ask 
right now, while you’re thinking about it. 


Baco Electric Company 
Bode, lowa 
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“Over the Hill” ~ 
The slump which has occurred in business during the 
past few months is a thing of the past. Conditions are 
opening up. Jobbers are beginning to specify merchan- 
dise for Spring delivery. ‘Ve are “over the hill.” 
The market for 1921 is to be a buyers’, and the jobber who lines up 
his campaign and features special and staple lines which will assure 
him the active co-operative effort of the manufacturer, is the distrib- 
utor who will procure his full quota of business in 1921. 
HEL-FI is a jobber’s line, and offers all of the co-operative assistance 
which a manufacturer can render. 
Write us for full information. 


THE HEL-FI COMPANY, Belvidere, Illinois 
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OUGH a tractor is actually a year-round source 
of energy, it is fundamentally a seasonal imple- 
ment, as much so as a thresher. It has its peak 

loads, which are imposed during very short intervals 
of time. During these intervals it must do its work. 


When the factory trained service man is frequently 
heavily handicapped by lack of facilities, is it reason- 
able to expect the owner of a tractor to keep his ma- 
chine in service through a peak load period? No, for 
he has even less service equipment than the expert can 
carry about with him. 


The Implement 


The Exclusive 
Power Farming 


The Farmer 
Merchant 


) The Automotive 




















Which One of the Above Will Sell the Bulk of the 1921 Tractor Production? 


The solution is a convenient station, where every 
facility for repair is instantly available. 

Turn, then, to the automobile repair station. There 
is one wherever one chooses to go. In the main, its 
equipment is adapted, or is easily adaptable, to tractor 
service. Its overhead is carried by another branch of 
automotive service. 

The present automobile service station is the logical 
nucleus of community organization of the power farm- 
ing universality. Toward this universality we are 
being forced by the swing of population from agricul- 
tural to urban. pursuits. 
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Farmer Education Needed to Sell 
the Power Farming Idea 


- March $1, 1921 


But the Average Tractor Dealer’s Resources Are Too 
Limited to Permit Him to Shoulder This Task—Coop- 


eration of Manufacturer Needed 


dealer controversy the tractor industry seems 

to be having enough trouble at this time with- 
out bringing up any subjects for discourse, even 
though certain factors in the tractor business seem 
to be appropriately timed for-airing. At the risk of 
incurring the criticism of some dealers, we are taking 
the bull by the horns, so to speak, and bringing up a 
few factors that seem at this time to be worthy of 
discussion. 

The Class Journal Co. recently sent out a question- 
naire to automotive tractor dealers-in an endeavor 
to determine what success automotive dealers in gen- 
eral were having with tractors and the necessary 
power farm equipment. The returns on this question- 
naire have been fairly good, but since all of the an- 
ticipated answers are not as yet returned, we are un- 
able to give the results in complete form. However, 


B 2 the overproduction situation and the 


from about 200 questionnaires which have been re- 
turned there are certain things that may be deter- 
mined. 

“Is it profitable for the automotive dealer to handle 
the tractor?” was one of the questions on this ques- 
tionnaire. The answers vary. Some say that for a 
small volume the_tractor is not a profitable pursuit. 
Of course, when considering the tractor we must con- 
sider the implements that go with it because a tractor 
of itself means nothing. It is just like a horse with- 
out a harness and without a plow to pull. The com- 
plete line of implements must go with the tractor, and 
one thing more important is that the line that goes 
with the tractor must be suited exactly to it. It is not 
enough to handle a line. of implements that were de- 
signed from the horse-drawn equipment. Then, pro- 
viding that the equipment is suited to the machine, the 
dealer will have a real line to sell. 


EFORE taking up the sale of the ma- 

chine and the equipment it is well 
to consider a number of other factors. 
One of the most important of these, as 
we interpret the answers and the general 
feeling of the tractor idea among auto- 
motive dealers, is the farmer and his re- 
gard for the tractor. There has not been 
enough propaganda spread among the 
farming element on the value of power 
farm equipment, which is perhaps one 
of the most important questions there is 
to settle. The motor car is able to pre- 
sent his prospective customers with ac- 
curate cost records on the keep of a car. 
He is able to show the value of a motor 
car in a business way to the customer, 
and similarly with trucks, though not at 
all in as complete form. But when it 
comes to talk on the tractor, the manu- 
facturer has simply not given the dealer 
enough material to work with. Too 
many dealers have to spend their whole 
revenue from the tractor sale in keep- 
ing the tractor sold. 

Certain methods must be pursued by 
each automotive dealer providing he is 
to remain a factor in the tractor indus- 
try. He must departmentize his busi- 
ness. He must have a responsible man 
in charge of the departments, or at least, 
if his organization is not large enough 
to permit of this, his business must be 
so organized that he knows the cost of 
handling the machine. Many dealers 
have found, who have analyzed their 
business from the standpoint of the ac- 


countant, that the financial pressure of 
education is too much. The cost of sell- 
ing the tractor, the cost of creating the 
interest in the tractor, the cost of serv- 
ice and the cost of the thousand and one 
other things is way and above the small 
percentage allowed on the machine. 


THE POWER FARMING IDEA NOT 
ENTIRELY SOLD 


In some territories there will be a 
profit from the sale of tractors simply 
because the demand is there. The farm- 
ers have been sold on the value of farm 
power equipment, and they know what 
must be done to the tractor to keep it 
running. But in other communities, 
where the population is sparsely distrib- 
uted, and there are many places like this 
throughout the country, and where the 
value of power farm equipment is an 
unknown factor, the cost of putting the 
idea over is too great. It is not alone 
the sale of the tractor that is worrying 
these dealers; it is the whole idea of 
power farming that is their problem. 

Then again, too, the manufacturers 
have not worked with the dealer in his 
tractor sales. They have worked the 
price of the machines up and down the 
range of the price scale many times 
and just at this particular time also the 
dealer has been caught with a number 
of high priced machines on hand that 
simply must be written from the books 
as a dead loss. Price reductions have 
come with little or no announcement, 


and as a result a great many active deal- 
ers have changed their opinions of the 
industry. 

But of the power farming idea again, 
there must be more work by the manu- 
facturer to show his machine is the 
proper thing to buy instead of horse- 
drawn equipment. If our government is 
to aid agriculture, the farmers’ bulletins 
sent out so promiscuously must further 
the aims of power farming. Accurate 
cost data must be supplied the farmer 
to show him the cost of operation. 

Power farming is here to stay, but it 
is not here in full force yet, and never 
will be until every farmer is made to be- 
lieve the actual facts as they are in 
regard to the tractor situation. An emi- 
nent professor and keen student of agri- 
cultural problems recently said that the 
agricultural problem was a problem of 
per capita productivity with reference to 
the number of farmers. He showed that 
soil fertility was not the great problem 
of productivity, and that crop rotation 
was not the answer to the maximum farm 
production, but, it was pointed out, that 
even though the number of farmers in 
the last few years had been slowly in- 
creasing, the crop production had been 
vastly increasing, and the reasoning was, 
therefore, that crop production was based 
on the individual capacity of each farmer. 
This is a sound conclusion, and after all 
is no different from the production proc- 
esses in our modern factories, where the 
ability of a man is but a measure of ca- 
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pacity to handle a certain number of ma- 
chines. 

It certainly would be a preposterous 
supposition to assume that the dealer, 
with his limited resources and scanty 
income, as it is in many cases where the 
income is judged solely from the profits 
in the tractor, is to foot the bill of this 
vast educational campaign that is neces- 
sary to put the tractor over in every 
community. That it must be put over 
in every community throughout the coun- 
try is easily seen, for it would be a rank 
injustice to have certain dealers barely 
straggling along with the tractor be- 
cause their communities were not sold 
on the tractor, while their neighbors in 
another state were enjoying the profits 
from sales made to educated farmers. 

Then again, the tractor is not an in- 
vestment that the farmer may realize on 
if sold in the ordinary way, because its 
use is restricted to too few days in the 
year. Selling the farmer a machine for, 


let us say, $1500, that will not replace’ 


any horses, and that will be used only 
thirty-five days during the year, is not 
the proper way to sell a tractor. Our 
iron horses must be applied to the farm- 
er’s needs for year-round use, which 
means that only the full line of imple- 
ments can complete the sale of the trac- 
tor. Of this we have spoken before, but 
the point is well worth repetition. To 
show what the sale of tractors means to 
the tractor dealer the following table 
will be interesting. It represents the 
tractor sales of 188 automotive tractor 
dealers for 1920, handling all makes of 


tractors and manner of equipment. The 

list follows: 
yy, |, "|, Eee ee eee ae 2300 
et) ape ee eee aCe ee Satin COM 
Disk harrows sold.......................... 736 
Drag harrows sold........................ 454 
Threshing machines sold............ 85 
Silo fillers sold...................... iedaten 83 
Power corn shellers...................... 44 


WHICH TYPE OF DEALER IS 
BEST FITTED? 


It will be seen from the above the 
value and necessity of handling the line 
that fits the tractor. 

In considering which type of dealer is 
to handle the vast amount of equipment 
and the great numbers of tractors that 
eventually must be handled if farm pro- 
ductivity is to be increased on the same 
basis that everything else in our com- 
plicated scheme of living is being in- 
creased, we must consider that tractors 
are machinery and machinery always 
wears. 


In the first place, we have the old- 
time implement dealer, who has seen the 
power farming idea grow from the horse- 
drawn plow stage, and in fact horse- 
power operated stage for every phase of 
activity where power was required to 
the present scheme of mechanical power 
for everything from the family washing 
io the plowing. 

In many cases the implement dealer 
has inherited the position from his father 
and he from his, so that his firm’s con- 
nections with the farm folk date back 
through generations. The implement 








dealer maintains his place simply be- 
cause of precedent, not because of any 
aggressive business methods. True, he 
is selling tractors and in fair sized num- 
bers, but the neighbor of the implement 
dealer across the way is selling tractors 
in much larger quantity. The neighbor 
is another type of dealer. The imple- 





_whelming at first glance. 





The Tractor Dealer 
Says— 


HE pressure of educating the 

farmer and giving away the serv- 
ice to keep the tractor sold, is too 
much to stand with my limited in- 
come.” Thus runs the strain of the 
complaining dealers who answered 
the query on the Class Journal Co.’s 
questionnaire which pertained to the 
profitableness of the tractor business 
to the automotive dealer. 

Another thing worthy of note is the 
amount of business done in the im- 
plement line with every tractor sold. 

- The table on this page is very inter- 
esting in this respect. 








ment dealers holds his tractors until 
sumeone happens along that wants a 
tractor. After it is sold it passes out 
of his hands. He assumes no service 
obligations and makes no pretense of 
taking care of any repairing save, per- 
haps, minor adjustments. As‘a result 
of this treatment the particular tractor 
that the implement dealer is handling 
falls into bad repute amongst the farm- 
er’s friends, simply because the farmer 
is unable to keep the machine running 
and the garage man in -town does not 
care to haul the machine in for repairs. 

There have been examples where a 
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tractor manufacturer has placed his faith 
in a type of dealer that might be termed 
a farmer merchant. These men are 
farmers primarily, and merchants sec- 
ondarily. They know the agricultural 
conditions in their territory, but as sales- 
men they fall short of expectations; and, 
of more importance, as service men they 
are not suited for the task. Some trac- 
tor manufacturers have learned with a 
good deal of regret that the merchant is 
not the man to handle the tractor simply 
because of the service obligations. A 
tractor that has been out in the field 
about two years is ready for expert at- 
tention, and unless given at this time 
is due for a rapid disintegration. 

Two types of dealers are having the 
most success with the tractor and its 
implements, and these are the power 
farm dealer and the automotive dealer; 
and of the two the automotive dealer is 
undoubtedly in a better position to put 
the tractor over than the other. Why? 
As we read the answers to the queries 
on the questionnaires, and as we look 
back over the experience that the auto- 
motive dealer has had with service we 
cannot help but draw the conclusion that 
service is the answer to the whole prob- 
lem. And since the automotive dealer 
has been through the service mill and 
has learned how not to dispense service 
his experience alone will enable him to 
keep as a profit the amount on the sale. 

There are a great many automotive 
dealers who have been forced perilously 
close to the edge because of service, but 
gradually as they have mastered the sub- 
ject and learned that free service was 
outside of their category, they have 
found the key to the question. Free 
service and profit do not go hand in hand. 
They are opposites working against each 
other. 

That the tractor dealer must maintain 
a complete service department is beyond 
question. The service truck, that is ar- 
gued against by so many, is necessary. 
A farmer suddenly stalled in plowing 
must have his troubles corrected imme- 
diately, and this the automotive mechanic 
accustomed to shooting trouble on a car 
can do. 


How One Live Salesman Sold a Car 


A live motor salesman often succeeds 
in overcoming handicaps that seem over- 
The fact was 
exemplified in Spokane when Ray Camp- 
bell, salesman for the Oldsmobile, se- 
cured contract delivery of a car by 
literally taking the véhicle-to pieces and 
assembling it on: the Spot called for in 
the undertaking. 

Campbell was promised a sale on the 
understanding that the car was to be 
delivered in a dance hall two stories up 
with doors and , windows, smuch too nar- 
row to admit 4” car.. The, prop#ietor, of 
course, figured. the undertaking impos~ 


sible, but Campbell mustered. a crew of” 


15 mechanics and laborers, took the <ar 
to pieces, hoisted it piecemeal and 
assembled the vehicle inside the hall. 
When the dance hall man returned the 
car was exactly where he wanted it and 


his only recourse was to write a check 
for the purchase price. 





The dealer who has trouble in his ac- 
cesory sales may be helped to dispose of 
his bumpers by using the plan devised 
by one dealer. By using his camera 
liberally, he obtained a number of good 
pictures of bent fenders, wrecked radi- 
ators and any other parts that had been 
damaged in collision. Securing enlarge- 
ments from the best of his negatives, he 


_ arranged a window display of his 


‘bumpers, placing one of the enlarged pic- 
tures in the center. Beneath the picture 
was. a card which read, “ 

Bumpers Are Insurance Against a Dam- 
age Such as This.” By replacing the 
picture with another each day interest 
was maintained in the display. The plan 
convinced many owners that a bumper 
is good insurance. 

























HE farmer by going after the prep- 
- aration and cultivation of his land 
properly is able to make two blades 
of grass grow where but one grew before. 
Likewise the manufacturer by going 
through his organization with a fine- 
toothed comb is able to increase his pro- 
duction sometimes as much as 50 per 
cent. it is almost a certainty that every 
manager of a service station can go 
through his organization to weed out 
the unnecessary and install the neces- 
sary so that in the end the clock will 
be paying the institution dividends. Any- 
thing that can be done to increase pro- 
duction or cut down overhead. costs 
means money in the pocket of the house. 
Every institution has within itself the 
power to check up on the shop losses and, 
of course, it makes a difference whether 
the business is located in a town of 1,000 
‘or 50,000 people. 
To get down to bed rock let us confine 
our thoughts to only a few of the things 
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Reduction of Overhead Expenses or Speeding Up 
Production Just That Much More Money in the 
Dealer’s Pocket 


that if properly worked out mean money 
to the dealer. Here are three things if 
followed up properly will help to put the 
service station on a paying basis: 

1—Proper diagnosis and recording of 
job. 

2—Use of the flat rate or fixed-price 
system for service work. 

3—Proper selection and arrangement 
of machinery and tools. 


Diagnosing Trouble 


Shooting trouble correctly is the first 
essential of good service station manage- 
ment, assuming, of course, that the 
organization itself, the house policy, etc., 
is pretty well in tune with modern essen- 
tials of conducting a good business. The 
mistake is too often made in that a car 
owner drives in and is given a half-dozen 
different expressions from as many men 
as to the nature of his trouble. The 
service station that is seeking to have 
the clock pay it a dividend, or, in other 
words, save time, will have a trouble 
shooter who seldom goes wrong on his 
diagnosis. The car owner should only 
be required to state what he thinks is 
the trouble, and his views must be held 


One service station made benches like this for holding the parts of an engine as 
they are taken off. This makes easy handling and prevents lost parts, too 


as just so much evidence, from which the 
trouble shooter very quickly can detect 
the real source of trouble. If an owner 
says his engine knocks, the knock might 
be due to a dozen or more things and the 
only way to trace it down intelligently 
is to have the trouble shooter take the 
car in hand and make an analysis. 
Record of this should be made on a 
suitable slip in the presence of the car 


-owner and any work that is to be done 


on the car should be specified on this 
slip and signed by the owner. The 
owner must know before he leaves the 
service station just what is going to be 
done to the car and just what the job 
is going to cost. Naturally, if new parts 
are needed the work sheet must be 
added to and the owner notified, unless 
there has been an arrangement with the 
owner whereby the service station is 
authorized to use such new parts as may 
be found necessary. Even then he should 
know the costs of the new parts. 


Fixed-Prices for Repairs 


Don’t let the car owner leave his car 
with you and tell you to go ahead and 
“fix her up.” Investigations show that 
a vast per cent of service station troubles 
result from instances of this kind. There 
should be nothing hazy in the minds of 
the service station men and the car 
owner as to what is going to be done. 
There is no twilight zone in repair work. 
A job either has got to be done or noi. 
When you leave your watch at a jeweler 
for repairs, you wait until he makes an 
examination. He tells you the main 
spring is broken and it will cost you 
$3.50 to have a new one put in. Also 
you can have the watch at 4 o’clock 
Friday afternoon. There is a definite 
understanding between the watchmaker 
and you. 

Of course, you cannot take down a 
man’s engine and make an examination 
as quickly as the watchmaker does with 
a watch, but a good trouble shooter who 
knows the car’s peculiarities ninety nine 
times out of a hundred will not go far 
wrong in tracing trouble and supplying 
the data on the cost and time necessary 
for the service work. All of which 
brings us closely to the flat rate or fixed 
price for repair work. 

It is not within the scope of an article 
of this kind to tell the good and the bad 
of the fixed price system, but we do 
believe that this system will greatly help. 

With the fixed-price system you not 
only have a definite understanding with 
the customer, but there’is a decided ad- 
vantage from the shop end. If the fixed 
price system is handled as in some serv- 
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Time required to Remove Cylinder Head, 
Remove Valves, Grind Valve, Clean carbon, 


assemble head------------ 3 hrs. 40 min. 

Mechanic did job in------ 5.8 “@ « 
Saving time----- 

40 » 


Mechanic is paid 90 ote 

an hr. and gets 50 percent 

of money saved on the job 

OP enn e- e enn nn nnn ns ennence 30 ots. 


If he does this three times 
@ day he gets a bonus of--- 90 cts. 








snet 


The flat-rate plan will help speed 
production 





ice stations production will be speeded 
up to a great extent. Not only this but 
the men in the shop will not soldier on 
the job. If a valve grinding job takes 
3 hours’ time there is no reason why a 
man should take a day atit. It is pos- 
sible to set a time limit for every serv- 
ice job that is handled in a shop, even if 
the cars being serviced are not all of the 
same make. Basically the job of tearing 
down one six-cylinder engine is the same 
with a four or eight. 

But if you have a time limit set on a 
job, there also should be some sort of 
adjustment if the job is done in.less time. 
One service station gets around this by 
splitting the amount of money saved on 
a job fifty-fifty with the customer and 
the mechanic. Naturally under this sort 
of a plan the mechanic has an induce- 
ment to speed up the work, or what 
amounts to the same thing, increase pro- 
duction in the shop. Does not the me- 
chanic get careless under these condi- 
tions? No. The concern in this case has 
made an arrangement with mechanics 
whereby any jobs that come back are 
done over on the mechanic’s own time. 
This teaches him to be careful. If a 
mechanic saves 30 cents on a certain 
job and does this three times a day, there 
is 90 cents in his pocket and when you 
put ninety cents in a man’s pocket like 
this he is pretty sure to want to help 


There is nothing like having everything ready. 
necessary pots and pans neatly arranged on the wall ready for instant use 
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~ PayYouaDividend 


your clock pay you a dividend. The car 
owner becomes your friend for-life, be- 
cause he has had his mind made up to 
pay a certain amount and is tickled ‘pink 
to find a little something knocked off 
his bill. He may have been stung many 
times in previous instances and immedi- 
ately he paints your service station as.an 
honest-to-goodness service station. 


Now—the Equipment 


When you are sure that your way of 
shooting trouble and recording the job 
is correct and there is a definite under- 
standing between the customer and you 
about the cost of the job and the delivery 
date, then it would be a good idea to 
see if your ways and means for render- 
ing the kind of service you preach are 
correct, so that you will make profits 
from your service work. This simply 
means having the right sort of machinery 
and equipment to do the work and intel- 
ligent use of this equipment. 

We shall not attempt in this article to 
tell of all the things that a service sta- 
tion should have to speed up production, 
but reference to some of the suggestions 
in the illustration may give the dealer or 
the service station a few ideas as to 
where they might do a little re-organiz- 
ing in their_own establishments. 

One excellent idea that does not in- 
volve much outlay in money is the use of 
protectors for the fenders and other body 
parts while the car is being worked out. 
These will prevent scratching the surface 
or marring it in other ways and when the 
repair job is done it is not necessary to 
spend a great deal of time in cleaning 
the fenders or even refinishing a surface 
that was injured by exposure. Besides, 
it makes a good impression on the car 
owner to know that his car is being care- 
fully taken care of. 

One mechanic may be able to do a 
certain job in half the time of another 
and when you sift.down the evidence you 
generally will find that the former has 
used a certain system in his work that 
increases his production. Have you ever 
watched the pits at an automobile race, 
such as the 500-mile Indianapolis event? 
If you have you probably noticed how 
the men in the pits lay out the tools in 


certain order so that should it become 





This service station has the 


il 





Notice how the fenders and body 
parts of this car have been protected 
by leather covers. It means time and 
money saved in the long run. No 
scratched fenders or marred body 
parts to arouse the owner's ire 


necessary to do a certain job on one 
of the cars it can be done without 
wasting time, because in a race time is 
precious. Time, likewise is precious in 
the service station, if the clock is to 
pay you that dividend. It can be con- 
served by a little system in the work. 
Notice the bench on these pages which 
one concern made to keep the parts of an 
engine in a certain place. This means 
no parts will be lost and the parts can 
be laid down in such order as will make 
assembly an easy matter again. Other 
concerns have tool trays, etc., that in- 
crease production. 


Clean Parts 


Much time is lost in service stations 
by attempting to work on parts that 
are not clean. Naturally a motor car or 
truck is subjected to all sorts of weather 


~and the internal parts of the engine, 


clutch, gearset,; axle, etc., have to work 
in a bath of oil or grease. So essentially 
the job of making repairs to automotive 
apparatus is a mussy affair, but it can 
be made much cleaner by a little system. 
It is becoming more and more common in 
the better class of service stations and 
shops to install cleaning tanks in which 
the parts are bathed in various chemicals 
to remove the dirt and grease. Some- 
times a boy is hired for this job. He 
takes the parts as they come from the 
cars and returns them to the mechanics 
in a condition so that they can be easily 
worked upon. In this way the valuable 
time of the mechanic is not taken up. 
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Here is the line-up of representatives of every organization in the state affiliated with the Illinois Automotive Trade 


March 31, 1921 


Dealers Thresh Out Problems 


At Second Annual State Convention Members of Illinois 
Association Show the Value of Organization and the 
Get-together Spirit 


f HE employment of salesmen on a strictly commis- 
sion basis, the used car exchange as a solution 
of the used car problem, good roads, taxation, 

legislation, the value of association work and kindred 

subjects of interest to the industry were taken up at the 
second annual convention of the Illinois: Automotive 

Trade Association held at Peoria, March 21 and 22. This 

association though formed only a year ago is now reported 

to be the third in the country in point of membership, 
with its numbers steadily on the increase. 

The association went on record as favoring: 

1—The providing of police protection for the highways 
of the state of Illinois. 

2—The combining of two roads over the same route 


for certain distances wherever possible if such action 
will shorten the mileage of road construction. This reso- 
lution was adopted in view of the fact that the original 
mileage provided under the $60,000,000 bond issue voted 
in the state cannot be built with the futids available. 

3—-The construction of improved highways: at the 
earliest possible date and the establishment of a patrol 
system for the proper maintenance of roads where state 
routes have been designated. sted 

4—An amendment to the present state motor vehicle 
law introduced in the Legislature imposing an indetermi- 
nate sentence of from three to. twenty years on a motor 
vehicle thief or the receiver of a motor vehicle knowing it 
to have been stolen. 


er convention was held for two days 
at the Jefferson hotel. There were 
delegates from all the affiliated organi- 
zations and a number of individual 
dealers who are not members of any 
association for the reason that there 
happens to be no association in the city 
where they do business. Chicago dis- 
tributors went in a private car and 
availed themselves of the opportunity to 
meet their downstate dealers at the con- 
vention. ; 

The question of the advantage or dis- 
advantage to a dealer of employing sales- 
men on a strictly commission basis arose 
during the discussion of the used car 
problem in the forum which was con- 
ducted by Leo. A. Peil, retiring presi- 
dent of the Chicago Automobile Trade 
Association. The plan of the used car 
exchange in Quincy had been outlined by 
Morris Adler, president of the trade 
association of that city, when one dealer 
raised the question of what would be 
done in the case of a salesman who, 
working on a strictly commission basis, 
accepted a trade-in on a new car sale 
and sold the trade-in himself without re- 


porting the transaction to the dealer. 
Such a procedure aroused considerable 
discussion. 

The point was raised that likely within 
a reasonable length of time the buyer 
of the trade-in would report back to the 
dealer any deficiencies in his purchase 
and look to him for relief. The dealer 
thereupon would find that the buyer’s 
name had not passed through his office, 
that there was no record of any such 
purchase and that confusion would re- 
sult. Harry G. Moock, general manager 
of the National Automobile Dealers 
Association, cited a case of a dealer who 
found that his salesmen, employed on a 
commission basis, were not dependable 
in many cases and who thereupon, with 
good results, placed the men on a suffi- 
ciently large salary to give them proper 
incentive to get business. What the 
exchange would do in such a trade-in 
case was left in abeyance. 

The used car exchange as the means 
of meeting the used car problem was 
not wholly approved. In addition to the 
Quincy plan it was shown that the deal- 
ers in Saginaw, Michigan, have adopted 


some such arrangement which is just 
under way and the success of which can- 
not as yet be rated. The present and 
more general method of taking used cars 
on new car sales was pointed out in one 
instance of being destructive of associa- 
tion unity. 

“The automobile business is intimately 
connected with the better roads move- 
ments,” F. E. Erstman, secretary of the 
Illinois State Automobile Association, 
told the delegates in explaining road con- 
ditions in the state at the present time 
and the associations’ activities in legis- 
lative matters. “In the beginning about 
ten years ago the automobile made a de- 
mand for improved highways; now im- 
proved highways make a demand for 
more cars. At that time there were 
about two cars for each mile of improved 
highways; today there are twenty-fiv« 
cars for each mile. Every additiona! 
mile of improved highway now makes @ 
market for twenty-five automobiles o: 
trucks. With about twenty-five thousan¢c 
miles of highways contemplated in th: 
United States in the near future ther: 
wil] be a demand for about half a millio; 
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Association as they appeared grouped outside the hotel where the convention was held. 


more motor vehicles and the share that 
Illinois will make or sell will depend 
upon the proportion of the roads built.” 


Mr. Moock, in his address to the as- 
sociation said that the hardest part 
of the battle confronting the dealer 
is yet to be fought and can be won 
only through hard work, insistent en- 
deavor and fair dealings together with 
strict regard to the principles of good 
business, so that at the end of the day, 
week or month the dealer may know 
exactly where he stands. He spoke at 
length on the value of association work. 
Through such concerted effort much of 
the unjust and injurious legislation that 
is proposed every year—and this year is 
no exception—can be combatted success- 
fully. 


An evidence of the value of associa- 
tion work was shown at the meeting 
when it was brought out that on the fol- 
lowing day the secretary of state of [lli- 
nois would hear arguments on a Dill 
which has been drawn up fixing the price 
for the first set of dealers’ plates at 
$50 and subsequent sets at $2 a piece. 
The cost under existing law is $12 a set. 
The state association voted to oppose 
the change, so that the small dealer 
might be protected, and to join forces 
with the Chicago association in opposing 
the proposed law. It went a step farther 
and appointed a delegate to speak for 
the association and, moreover, started 
him on his way immediately. If it is 
possible to do so the definition of a 
recognized dealer will be inserted in 
the law to put a stop to curb-stone sell- 
ing, to the selling of cars by a resident 
of a community who through an ar- 
rangement is enabled to obtain a dis- 
count and who sells the cars to personal 
friends less the discount. Farmers and 
physicians were cited as doing such busi- 
ness. 


Edward S. Jordan, president of the 
Jordan Motor Car Co., told of the situa- 
tion in both the distributor and manu- 
facturing field, the general liquidation 
of stock in the hands of dealers and 
the resulting improvement in the affairs 
of the distributor. Prospects must be 
sought and found by the dealer organiza- 
tion he urged in order that there might 
be permanency in the upward trend of 
the industry. He was followed by J. L 
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Farley, vice-president of the Auburn 
Automobile Co., who reviewed the re- 
sults of the shows held in different 
parts of the country since the first of 
the year, and touched on the need of 
watching carefully all legislation so 
that bills prejudicial to the industry 
might be properly rejected or corrected. 

H. B. Pinkerton, president of the state 
association, hoped to see business estab- 
lished among all dealers on-a cash basis. 
In his place of business in Peoria, no 
matter what the item may be the cus- 
tomer is made to understand that cash 
rules. Such a manner of conducting 
business, he showed, would eliminate the 
loss which dealers sustain through carry- 
ing balances over for a lengthy period 
of time. He gave a resume of the work 
of the association showing its growth 
and contemplated expansion. 


Though practically all the discussions 
concerned themselves with the automo- 
bile itself, arrangements will be made 
with the N. A. D. A. to have nationally 
known speakers on accessories and tires 
address the members of the association 
more vitally interested in such matters. 


A dinner and entertainment was pro- 
vided the visitors by the Peoria Automo- 
bile and Accessories’ Association of which 
C. A. Porter is president. A trip was 


Officers of the Illinois Automotive Trade Ass’n 


also taken to the annual Peoria show 
which was held throughout the week. 
The show management labored under the 
disadvantage of having smaller quarters 
than in previous years due to the de- 
struction by fire of the usual show build- 
ing. But the show, held in a warehouse, 
was a good one despite this drawback 
and was as well patronized as in previ- 
ous years. 

The officers elected for the current 
years are: President, H. B. Pinker- 
ton, Peoria; first vice-president, Leo 
A. Peil, Chicago; second vice-presi- 
dent, Morris Adler, Quincy; third vice- 
president, Ray C. Sparks, Champaign; 
fourth vice-president, Frank Jennings, 
Springfield; treasurer, Thomas J. Hay, 
Chicago. The directors elected to serve 
three years are W. H. Taylor, Chicago; 
Joseph Thompson, Kewanee; R. C. 
Schell, Beardstown; and Ward S. Perry, 
Chicago. The holdover directors for two 
years are H. E. Halbert, Chicago; B. B. 
Burns, Decatur; Paul Killeen, Galesburg; 
and J. L. Murray, Bloomington; for one 
year, R. C. Cook, Chicago; H. E. Horst- 
man, Alton; W. H. Williamson, Rockford, 
and Harry Snyder, Danville. F. C. Zill- 
man was re-appointed secretary-mana- 
ger. The choice of place for the next 
convention of the association was left 
with the board of directors. 


From left to right: ‘Standing—Harry Snyder, Danville; H. F. Hortsman, Alton; 
H. E. Halbert, Chicago; W. H. Williamson, Rockford; F. C. Zillman, Peoria; John 
L. Murray, Bloomington. Sitting—Thomas J. Hay, R. C. Cook, Leo A. Peil, all of 
Chicago; H. B. Pinkerton, Peoria; Morris Adler, Quincy; Ward S. Perry, Chicago 
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for Parts Depots 


Will Add to the Thirty Central Distributing Stations 
Now in Operation—Expect to Eliminate Pirate Parts 


ETROIT, March 22Rapid progress 


has becn made in thé,past few days 


in bringing the leading unit. parts 
manufacturers of ‘the country together 
for the establishment> throughout thie 
country of cooperative stations forthe 
servicing of assembled cars and trucks. 
They will work in harmony with some 
of the leading manufacturers of com- 
plete vehicles. Plans are rapidly being 
brought into workable and practical 
form and a definite announcement is ex- 
pected in the near future. 

The entire subject was considered at 
a‘conference in New York last ‘Friday, 
but many details remain to be worked 
out. Thirty major stations where stand- 
ard unit parts can be obtained by dis- 
tributors and dealers already are in suc- 
cessful operation, but the plan calls for 
twice this number of major stations and 
as many substations as may be needed 
to cover the country in such a way that 
no user of a motor vehicle will be more 
than six hours distant from the nearest 
parts depot. 

The idea took nebular form in the 
minds of various parts and car manufac- 
turers at about the same time and was 
in recognition of the need for better serv- 
icing of automotive vehicles. There were 
many differences of opinion as to how 
it should be worked out, and it was nec- 
essary to reconcile these opinions before 
progress could be made in putting the 
system into operation. This resulted in 
many informal meetings and in much 
missionary work. One of the leading en- 
gine manufacturers was the prime mover 
and he now has associated with him 
some of the most prominent unit parts 
makers. 

Consideration was given the subject at 
a recent meeting in Chicago of the Motor 
Truck Manufacturers’ Association, and 
there will be a conference here next 
week between committees representing 
the parts makers and the Motor Truck 
Sales Managers’ Association. 

The depots which will be established 
will carry ultimately stocks of parts of 
eight unit manufacturers who. are lead- 
ers in their respective lines. It is esti- 
mated $5,000,000 will be invested when 
the system is in» complete operation: 

A nation-wide advertising campaign 
announcing the sale of genuine parts at 
prices which will eliminate the pirate 
will. be conducted in order to stimulate 
demand, for genuine. .parts and.to™ ac- 
— 4hie owner with the fact that: they . 


year the tdidanark of, aes 
ufacturer as a means of identifiedtion. 


One of the chief purposes of- the plan» 


<M aker 








“What About Parts 


Distribution? 


Y N LAST week’s issue of MOTOR 
AGE attention’ was called’to the 
rather chaotic condition of the parts 
situation as it applies to the automo- 
tive industry, particularly in the 
dealer end. At that time the question 
was raised as to whether or not it 
would be advisable to _ establish 
throughout the country in the larger 
communities unit and parts depots so 
that dealers and owners alike might 
more readily get service on parts and, 
what is very important to the dealer, 
reduce his overhead cost by the elimi- 
nation of a, big parts stock. Further- 
more, the establishing of a centralized 
distributing station for unit parts 
makers would eliminate the vast du- 
plication of stocks existing where per- 
haps a dozen dealers in a town carry 
identical parts. Some new thoughts 
on the subject are expressed in the 
article on this page. 








“parts - siatheeee : 


will be to educate the owner of the as- 
sembled car or truck to the idea that his 
interests can be served best by easy ac- 
cess to’ stations where genuine parts can 
be obtained quickly and cheaply. There 
is a wide divergence of opinion among 
passenger car and truck manufacturers 
in regard to the merits of such a system. 
Some of them are in hearty accord with 
the movement and others are bitterly op- 
posed to it. 

In behalf of the plan it is pointed out 
that under the present system many 
duplicate stocks are carried in each city. 
This has proven so expensive and has 
involved such an excessive overhead that 
parts cannot be retailed at the prices 
asked for parts produced by so-called 
pirates. Under the new plan distribu- 
tion would be standardized so that a 
complete stock would:be carried in one 
central station in every importamt city. 
This would make them of: easy.agcéss to 
every dealer and would obviate’the ne- 
cessity for him te tie up part of his capi- 
tal in a stock of *partsx:2 . 

Promoters of the” ‘venture contin that 

parts.-service would" bé -s0; standardized 
that, it would be much. less expensive. and 
that it would give a tremendous-stimulus 
to the sale of assembled vehicles.’ "There 
is, no_idea - of preventitig “the manufac- 
ii «@ealer from carry- 
rts if he so dégires. 


The manufacturers 


rsprees() syrah 


460 the plan contend tat one 
 Ofy- the: chief advantages would be elimi- 
‘ -nation® of the pirate: 
‘assert the public does not realize the - 


great quantity and variety of inferior 
parts on the market, and that the aver- 
age buyer does not comprehend the risk 
he takes in purchasing parts of this type. 
It is held that abolition of pirate parts 
would: be an added insurance to the car 
and truck owner in operating his vehicle. 

All branches of the automotive indus- 
try are in agreement in the belief that 
the problem of service is one of the most 
important to be faced in the future and 
that the company which provides the 
best service will corral the largest num- 
ber of sales. Sponsors of the nation- 
wide station plan contend that it will 
give the maker of an assembled vehicle 
the advantage over manufacturers who 
build the greater part of their product 
under one roof. Better results are prom- 
ised with a smaller investment of capital. 
It also is asserted that with the service 
problem solved for them, dealers in as- 
sembled vehicles could devote all their 
time and capital to merchandising. 

Another proposal for stabilization of 
the industry by the parts makers is de- 
nial of credit to the promoter who can- 
not demonstrate he has the capital to 
insure success. This would hit the wild- 
catter who is in today and out tomorrow, 
leaving owners of his vehicles with or- 
phans on their hands and at the mercy 
of parts pirates. It is held, on the other 
hand, that with a supply of parts con- 
stantly within reach, the legitimate man- 
ufacturer of an assembled vehicle can 
produce on a greater quantity basis and . 
offer his products at a lower price. 

The advantages of the parts station 
venture are summarized in this way by 
cne of its enthusiastic sponsors: 

It would eliminate investment in parts 
by the manufacturer, his distributor and 
dealer, enabling them to use the money 
which would otherwise be tied up in 
parts in the development of sales. 

It would familiarize the public with 
the actual value offered in the assem- 
bler’s products. 

It would enable manufacturers, dis- 
tributors and dealers to obtain genuine 
parts at reasonable prices ‘upon short 
notice in any part of the United States 
and in foreign countries. 

It would do away with the necessity 
of dealers carrying duplicate stocks, 

It would eliminate the use of inferior 
parts furnished by pirate manufacturers. 

It would benefit manufacturers by as- 


suring them of adequate service. 


It would benefit the users of assembled 
vehicles by providing them with prompt 
repair service at a lower cost. 

It would not interfere with the opera- 
tion of repairshops, garages of service 
stations, but would permit them to d) 
business with a smaller investment, 
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and that he has been the recipient. 
haps the fact that service has not been 


chandise has 
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F ollow-up- Service Builds Good-will 









Give Your Service Depart. 


ment i aliener a Ring on the ’Phone a Day or 
Two After the Work Is Done and Show Them 


Their Interests Are 


Being Conscientiousl y 


Served 


"Te general feelings of a motor car 
owner, after having his car re- 
paired and when leaving the 
service station, has been in the past 


more or less that of a confirmed pessi- 


mist. He has felt that. high-handed 
work of some kind has been perpetrated 
Per- 


recognized as a particular brand of-mer- 
been the instrumental 
factor in creating these disgruntled feel- 
ings among our motor car owners. Even 
where the dealer considers himself a 
merchant dispensing service as a genuine 
commodity, we sometimes find that dis- 
satisfaction still reigns among the cus- 
tomers. 


However, up-to-date dealers are find- 
ing the way to overcome this last bit of 
objection that the customer has for the 
service department, and this is through 
the functioning of a field service depart- 
ment, or what might be termed a “fol- 
low-up service system,” whereby the 
owner is apprised of the fact that his 
interests are the dealer’s interests, and 
when his ultimate aim is served the 
dealer will be satisfied. In a very re- 
cent issue of Motor AGE, a fixed price 
service system was described, wherein 
it was mentioned in a brief way that the 
company maintained such a department, 
which in reality was a small organiza- 
tion within itself. 

It is this small branch of the service 
department that is an overlooked pos- 
sibility by many dealers and service 
managers. The customer is after all the 
meal ticket of the automotive industry. 
Upon his needs we base our growth, and 
when he no longer continues or supplies 
the demand, we find ourselves without 
a market for our services. It is only 
reasonable, therefore, that we give him 
the attention that satisfies him, and when 
we may do this, at no cost to the in- 
dustry, we produce satisfaction among 
the customers. 

A well known service manager in Chi- 
cago who operates a follow-up service 
system says that he has actually elimin- 
ated complaints from his-customers over 
their- bills, and this he says is. attribut- 
able to two things: one is the fixed-price 
service system he employs -and the other 
is the follow-up service system that goes 
with each service sale. 

It does not take an army to run a 
follow-up service system. In fact the 


service manager referred to here: finds 
time among his manifold duties to attend 
to this detail himself. In another. insti- 
tution,  a\separate> department® “exists 
whose duty. it is to see that:the -work 
is traced through and that the customer 


- is, satisfied. 


Let us take to illustrate the follow-up 


“service system, a field service depart- 


ment maintained as a separate division 
and then another in an equally large 
institution,-where the service manager is 
able to do the work himself. 


HOW THE FIELD SERVICE DEPART- 
MENT FUNCTIONS 

In the first case above the field service 
department might be termed a cusioiuer 
welfare organization, for in effect the 
same work as is done in a factory wel- 
fare organization is carried on _ here. 
The field service manager is given a 
separate copy of the work order of the 
work done on the customer’s car. The 
complete record of the work done on the 
car is on this form, or if additional 
work was done and not listed on the 
form, the other records are accessible to 
him from the service department folder 
of that particular job. As soon as the 
customer’s car is delivered to him, the 
field service department is given the 
form that was made out for it at the 
time the original work order was made 
for the customer, which until the time 
of delivery is kept by the accounting de- 
partment, along with the bill. 

Two days after receipt of the work 
form, the secretary of the field service 
manager calls the customer on the ’phone 
and inquires about the car.. Here. ‘it 
might be said that the manner in which 
the first words are introduced over the 
wire. may make or break or the deal. 
We are all familiar with the telephone 
operator in the hotel, or the room clerk 
or whoever makes the morning calls, 
and the manner in which he says, “Good 
morning Mr. Smith—lIt is seven o’clock.” 
The tone-of the speaker is very pleas- 
ant, and it indeed should be. The travel- 
ing man who-has spent the last few 
nights on a-_sleeper and then failed to 
put over his negotiations on his first day 
in the town is in no mood to be treated 
without consideration,- and especially 
when awakened early -in- ‘the ‘morning. 
So it is with the motor car ovwnér!" Jt 
when he received his car; ‘he’ Yel that 
the price was too high for the 
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plentiful measure when the field service 
department calls him to find out. 

Assuming that the one doing the tele- 
phoning is able to break the ice without 
stirring up the ire of the customer, it 
may easily be learned whether or not 
the car has been giving satisfaction. If 
not, the field service manager we have 
been talking of will make arrangements 
with the owner to see him personally 
and inspect the car. If he really finds 
that ‘the work was.turned out improp- 
erly, the come-back is on the service 
department, in which case the car is 
returned to the department and made 
right... But if the owner’s complaint . is. 
without foundation the field service man- 
ager lays before the owner the complete 
record of the work, which he takes with 
him at the time he makes his call. The 
subject is thrashed out, and a satisfac- 
tory solution is made before the service 
man leaves the owner. 

One service man, connected with a 
truck factory in the east, once told of a 
case where it was necessary for him to 
settle with the truck owner in such a 
circumstance. The dispute was about a 
bill amounting to several hundred dol- 
lars. for a rebuilt job and the owner 
kicked like the proverbial steer. 

It happened that the owner was a fac- 
tory man himself and knew the value of 
time. The service manager appreciating 
this explained what was done on the 
truck. He told of the machining oper- 
ations that had been carried out, of the 
hours of labor that the carpenters had 
put in on the body and then asked the 
factory man to figure the price out for 
himself on the basis that he ~- would 
charge in his own factory. To make a 
long story short, the situation ended by 
the owner estimating within a very few 
dollars of the service department’s price 
and the man’s check was forthcoming. 

The other case, where the service 
manager of a large service department 
takes it upon himself to call his cus- 
tomers personally, shows how well such 
a ‘system may be worked in even the 
smaliest dealer’s establishment, and as 
expressed by the sérvice manager this 
little act of remembering the customer, 


_ Pleases ‘him, irons“6ut the complaints of 


,,. the service department and - “Takes life 
done, he‘ is apt to pour out ‘his ‘wrath int . 


Dleasanter. 
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Dealers Filled With 
Enthusiasm as All 
Records for Sales and 
Attendance Are 
Broken—62 Cars Sold 
First Night 


ETROIT, March 26—Records for 

attendance, general and individual 

interest and actual sales were 
shattered at the Twentieth Annual ex- 
hibition of the Detroit Automobile Deal- 
ers’ Association which closed here 
to-night. With the crowd of 12,000 the 
opening night—5567 of which were paid 
admissions, each day showed large in- 
creases and officials have every confi- 
dence that final checking of the paid 
attendance for the week will reveal a 
total close to 100,000. 


Bridging the gap between winter and 
spring, the show date was most oppor- 
tune and truly can be said to: have in- 
augurated an era of renewed activity 
which gives every evidence of perma- 
nency. With 62 cars sold the opening 
night—a figure establishing a record for 
even national shows to shoot at—each 
day has brought enthusiastic reports 
from distributors. Sales on the opening 
night proved the big surprise of the 
week and convinced association officials 
that the buying in reality has begun. 

Fear that recent conditions would have 
a depressing effect both from the stand- 
point of attendance and sales, prompted 
the issuance of thousands of opening 
night tickets which were distributed by 
manufacturers and dealers. At the same 
time dealers took buyers into their con- 
fidence and orders were dated March 19 
in order that they might be listed as 
“opening sales” at the show. As if in 
support of the combined efforts, fate or 
just normal common sense intervened 
and started a buying movement that re- 
sulted in 40 actual bonafide sales Sat- 
urday night to be added to the 22 which 
had been pre-dated. 

With the unexpected increase in open- 
ing attendance dispelling all semblance 
of gloom, representatives of sales organ- 
izations entered spiritedly into the sell- 
ing contest with results that foreshadow 
a new era in automotive merchandising. 
President A. L. Zeckendorf, Manager 
H. H. Shuart and the directors of the 
D. A. D. A. with the idea of creating 
optimism and attracting attention, went 
to extremes in show preparations. Many 
features combined to make this year’s 
show the great success it was. Chief of 
these, of course, was the handsome new 
Morgan & Wright building so admirably 
adapted to the purpose and so easy of 
access. The manifest interest of Morgan 
& Wright in the welfare of the industry 
was attested in their efforts to speed up 
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how Sales Indicate 


March 31, 1921 


The Detroit exhibition from the point of view of car, truck and accessory display, 
decorations and completeness in every detail, was declared by veterans to be 
equal if not superior to any national show. More than 300 passenger cars, 60 
trucks and 40 accesory exhibits were arranged attractively about the 31/4 acres 


of floor space. 


The decorative setting depicting the Pompeiian era furnished a 


telling background 


contractors who worked feverishly dur- 
ing the last few months to get the build- 
ing in readiness for the show. 

The fact that 11 cars were given their 
first Detroit showing, while two of them 
made their debut into the realm of qual- 
ity cars under D. A. D. A. auspices, nec- 








Pushing the Buying 
Spirit 
DP EtRor has contributed its force 
to the movement for a resump- 
tion of buying on the part of the 
public. 

The opening night attendance at its 
annual show dispelled all evidences 

*of gloom and the selling spirit that 
was manifest indicated a new step in 
automotive merchandising. 

The visitors were of the same char- 
acter as those that appeared at the 
national shows—interested, observing, 
critical and determined to find out 
what was what in the exhibits. 

The show bore further testimony 
to the favorable attitude of the buy- 
ing public toward the industry. 








essarily stimulated the attendance and 
helped to set the record. The 150,000 
sq. ft. of floor space in the exhibition 
hall, giving the exhibit the distinction 
of being the largest one floor show ever 


-held, furnished sufficient accommodation 


for all exhibitors j;without encrouching 
on the wide aisles designed to furnish 
ample room for the throngs. 

Lessons learned at the New York-and 
Chicago shows guided association offi- 
cials with the result that there was a 
notable lack of criticism of any feature. 
The apparent determination on the part 


of 1921 buyers to scan the offerings with 
the critical eye, prompted Manager 
Shuart in so arranging the lighting 
effect as to give full opportunity for 
minute examination of every portion of 
every car from any angle. The musical 
programs were so arranged as to greatly 
enhance the pleasure of the visitors, and 
at the same time detract as little as pos- 
sible from the business at hand, that of 
examining and buying and selling cars. 

Each day was given significance by a 
formal designation. Saturday was “open- 
ing night,” Sunday “Automotive Equip- 
ment day,” Monday “Manufacturers’ 
day,” Tuesday “Ship by Truck day,” 
Wednesday “Michigan day,” Thursday 
“Detroit day,” Friday “Buy Your Car 
day,” and Saturday “Old Timers’ day.” 
Manufacturers from Detroit and other 
cities were on hand Monday and many 
factory executives remained in their 
dealer booths throughout the entire 
show. 


A gratifying feature in connection with 
the show was the fact that visitors did 
not see the same cars as displayed last 
year, the improvements in body design 
in many cases giving them the appear- 


- ance of new models and in every in- 


stance adding materially to the beauty 
and comfort of the exhibit. Many stripped 
chassis which were rushed to Detroit 
from the Boston show, attracted crowds, 
those of the Lafayette and the Locomo- 
bile standing out prominently. 

Weather conditions were most propiti- 
ous for the show. A mild Saturday night 
and warm sunshine on Sunday served to 
greatly increase attendance and appeared 
to accelerate the buying interest of show 
fans. Fair weather continued through- 
out the week. Almost without exception, 
dealers reported sales ranging from one 
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Further Spirit of Buying 





Leaders in the automobile industry joined in the expressions of favorable com- 


ment. 


George M. Graham, vice-president of the Pierce-Arrow Motor Car Co., 


and Walter P. Chrysler, executive vice-president of the Willys Corp., stated that 


it was the best show they had ever attended. 


Similar expressions came from 


T. R. Marshall, general sales manager of the Stutz Co., and H. H. Rice, sales man- 
ager for Nordyke .& Marmon 


to four cars on Saturday night and Sun- 
day and throughout the week exhibitors 
reported to Manager Shuart sales that 
gave every indication that the spring 
buying season is under way. Hundreds 
of real prospects were garnered by the 
dealers. The crowds surrounding every 
booth and the fact that every salesman 
was engaged almost constantly through- 
out the week in explaining the merits of 
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Truck Sales Spurt at Detroit Show 


NTEREST in the commercial car ex- 

hibit was keen throughout the week, 
though Tuesday, which had been named 
in honor of the truck as a transporta- 
tion utility, proved one of the best of the 
entire week from the standpoint of at- 
tendance. The light delivery car and the 
heavy jobs came in for a great share of 
attention and demonstrated that. thou- 
Sands of show visitors were spurred by 
the demands of transportation necessity. 

Interest in the truck display, coupled 
With actual orders and what dealers 
termed real prospects booked, showed 


his particular product to one or more 
prospects indicated the wide interest of 
the public. Accessory men were kept 


busy taking orders and one big jobber 
announced that his sales were 50 per 
cent in excess of his expectation. The 
arrangement and location of the acces- 
sory exhibits proved a great help. 
There naturally was a contest among 
the dealers as to the honor of making 


plainly that reports of increasing truck 
activity were not exaggerated and indi- 
cated a sharp upward movement that 
gives promise of marking the real start 
of 1921 business. A parade through the 
business section in which eyery make of 
truck. and commercial car was included 
Tuesday, disbanded at the show building, 
and throughout the day and evening vis- 
itors were entertained at intervals. with 
moving pictures of trucks in inter-city 
hauling, commercial cars in quick deliv- 
ery roles and army trucks in actual op- 
eration on the battlefields. 


the first show sale, but they came in such 
numbers a half hour after the show 
opened as to make the contest virtually 
adraw. A. D. Moore, handling the Mil- 
burn and RauLang electric lines; Wal- 
ter Judd, Liberty distributor; A. L. Mc- 
Cormick of the Paige Sales & Service 
Co.; Thos. H. Walker of the Knight 
Motors, Inc.; Frank P. Gmelin, Briscoe 
and Mitchell distributor; Art Harrison, 
handling the Moon; Mike Weisman, 
H. C. S. and Case distributor; Arthur 
Jarvis, manager of the Thompson Auto 
Co., Maxwell Chalmers dealers; the Cad- 
illac branch, Byron C. Foy, Reo branch 
manager, and “Bill” Rowley, sales man- 
ager for Nash Distributing Co., reached 
Manager Shuart’s headquarters about the 
same time Saturday night with the claim 
of first car sold. Thereafter reports 
were coming constantly of sales through- 
the week. Walter Judd sold four Lib- 
ertys Saturday night and Gmelin sold a 
Briscoe and a Mitchell. McCormick re- 
ported two Paiges sold the first night, 
the Packard branch sold a Twin and a 
single six on Sunday and Walker sold a 
Handley-Knight and an R. & V. Four on 
Saturday. Chas. Hathaway of the La- 
fayette Distributing Co. failed to record 
a sale Saturday night but batted one 
thousand Sunday with the sale of two 
Lafayettes, 


The dealer organizations of Owen & 
Graham G.M.C. truck distributors, was 
on hand Wednesday 100 per cent strong. 
Fifty dealers including all of Michigan 
and northern Ohio spent the morning at 
the Owen & Graham salesrooms where 
they listened to sales talks by C. F. 
Rouze, G.M.C. general sales manager and 
heard F. A. Whitten, chief engineer, 
point out the superior mechanical fea- 
tures of their product. The dealers were 
entertained at luncheon in the handsome 
new dining room equipped for Owen & 
Graham employees, following which they 
were escorted to the show and spent the 
afternoon and evening sight-seeing. 


One of the features of the entertain- 
ment for the Owen & Graham dealers 
was a reel of film depicting actual war 
scenes showing wounded being picked up 
on the battlefield and hauled to the: hos- 
pital in G.M.C. trucks. : 

Michigan dealers operating under the 
Miller-Judd Co. were guests of that con- 
cern Thursday. Walter Judd, president 
of the Miller-Judd Co., had President 
Percy Owen and General Sales Manager 
J. E. Fields, as guests at the D.A.C. 
Thursday night to address the Liberty 
dealers. King dealers from all over the 
country spent: Monday and Tuesday at 
the show as guests of Manager W. J. 
White of the Crosstown Corporation. A 
business session was held at the Statler 
Hotel, at which factory officials addressed 
the dealers. 


An aerial coupe was shown by the 
Dayton-Wright Co. division of the Gen- 
eral Motors. 
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A Suggestion for Associations 


ROMPTNESS and punctuality are among the 
most valuable assets of the dealer in placing his 
business on a sound basis. If he has an appoint- 

ment with a customer at a certain hour it is incumbent 
on him to keep that hour and appointment in mind so 
that the prospect or car owner not only will not be 
disappointed, but will carry away with him when he 
goes a good impression of the businesslike habits of 
the man he is doing business with. This applies 
equally in the service station. If a customer is prom- 
ised a job at a certain time nothing should be allowed 
to interfere with delivery at the time scheduled. It 
is essential at all times to leave a favorable impres- 
sion with the customer, and adherence to business 
principles will help to do this. 

Why not use association meetings, local, state or 
national to carry this idea across through setting a 
proper example? These meetings take in a great ma- 
jority of the dealers and they are held just for that 
very purpose—to show the dealer what’s what in busi- 
ness. One of the best opportunities to give an insight 
into businesslike methods are these weekly, monthly 
or yearly meetings. If a meeting is called for ten 


The Gospel of 


an awakening of the farmer folk to the realiza- 
It has been 
the feeling of many of us that all farmers were well 
acquainted with power farming methods and that the 
only thing that prevented them from owning a tractor 


TA ene is needed sorely in the tractor industry is 


tion that power farming is here. 


was the lack of funds. However, if the funds were 
the only obstacle holding the tractor just beyond the 
reach of the farmer we feel sure that the ingenious, 
cunning, sagacious, American farmer would soon find 
a way to overcome the obstacle and obtain the tractor. 
The point is that the American farmer needs to be 
further impressed with the utility of the tractor. 

The American farmer is tired of seeing his neighbor 
buy a tractor that is used about thirty-five days in 
the year. What he wants is a machine that can be 
used for everything every day of the year; and then 
he wants a machine that will surmount the peak load 
periods without an interruption and, should a break- 
down occur, he wants the attention of an expert to 
put the machine under way without delay. 


So much for the wants of the farmer. The dealer 
who sells the farther the tractor is in need of some 
help to put the power farming idea over. His deal- 
er’s income is limited to the amount of material he 
can sell in a year’s time plus the profit on his service; 
but inasmuch as the service in the past has generally 
resulted in a loss he has to sell more than his usual 


o'clock in the morning or two o’clock in the afternoon, 
let it start promptly on those hours without waiting 
for the delinquents to appear. And the dealers at- 
tending such meetings will feel better toward the asso- 
ciation and place more confidence in the efforts it is 
making in their behalf. 

Too, make the sessions that are devoted to business 
be strictly business and adhere to the set program as 
closely as possible. There should not be, of course, 
any restriction placed on discussion pertinent to the 
subject in hand, but extraneous matter injected takes 
away from the worth of any discussion. Make every 
part of the program tell so that when it is concluded 
the dealer will be ready for the next part, feeling 
that he has gained valuable information from the 
discussion just preceding. 

With sessions begun promptly on time and confined 
to the business on hand, there need be no slighting of 
subjects provided the program is carefully arranged 
and the dealers, in addition to getting more good out 
of the meetings than if they were conducted in a slip- 
shod manner, will carry away with them an impres- 
sion that will show itself in their own business. 


Power Farming 


amount to offset the service deficit. The education 
and propaganda that is needed among the farmers is 
practically unlimited, if the power farming idea is 
to be put over properly. The dealer with his limited 
income cannot be expected to carry the burden of 
this education, but must be liberally aided by the 
manufacturers and everyone else having any interest 
in the power farming idea. 


% & # 
The Fuel Shortage 


VERY once in a whilé someone gets excited over 
the fuel situation and produces reams of figures to 
show just when we shall have to put most of our 

automotive apparatus in cold storage to await the inven- 
tion of some substitute, or to find ways and means to 
develop the shale oil deposits and so on. It is true we 
are using up fuel very fast and probably the day will 
come when we shall be facing a real shortage. 

Too many cars and trucks are running on too rich 
a mixture. If all service stations in the country would 
check over the fuel system on the cars or trucks 
they service, much fuel would be saved in the 
course of a year, to say nothing about the better 
performance of the vehicles and the reduction in cost 
of operation. Most drivers of cars and trucks are, not 
skilled in carburetion and the service station can be of 
real value in seeing that things are as they should be. 
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Better Business Methods to 
Be Installed in Kansas City 


Accounting System One of Improve- 
ments Planned by Kansas City 
Garage Owners 


ANSAS CITY, MO., March 25—The 

Garage Owners’ Association of 
Kansas City has resumed its active pro- 
motion of projects for improvement of 
conditions in the industry and service to 
motorists. A secretary has been em- 
ployed giving his whole time to the work. 
His first task is to assist garage owners 
in the installation of standard cost sys- 
tems. The association is now arranging 
a series of lessons for accounting em- 
ployees of garages, at which the cost 
system will be explained. The new sec- 
retary will conduct the class, and per- 
sonally assist garage employees in in- 
stallation of the system. No fee beyond 
membership dues attaches to adoption of 
the cost accounting program. 

A second enterprise of the association 
is the issuance of a monthly bulletin to 
be circulated among garage owners and 
motorists. This bulletin is to assist in 
two main projects of the association. 
First, it is to contain technical material 
helpful to garagemen in making repairs; 
and stimulating to them in maintenance 
of high standards. Second, it is to con- 
tain material aimed at the education of 
motorists in more thorough understand- 
ing of garage service; and educative of 
them in the care of their cars, The bul- 
letin is expected to prove corrective of 
bad practices by garage owners, since 
motorists will learn what kind of service 
they should receive, and will therefore 
be better aware of the facts when they 
think they have occasion to complain. 
The bulletin will also center attention 
on the association; and help to educate 
motorists to file complaints concerning 
garage service, with the association, for 
investigation and action by grievance 
committee. 

A third enterprise, is the establishment 
of a credit information service. A card 
file of motorists’ names has already been 
installed in the secretary’s office, into 
which data is placed as a result of re- 
ports from garage owners regarding cus- 
tomers’ accounts. 

A fourth element in the program is an 
employment bureau, to serve garage 
owners. Name of mechanics and data, 
are filed in the secretary’s office, and 
quick response is possible when mem- 
bers desire to get new men. 


Uniontown Planning Two New 


Garages at Cost of $225,000 


Uniontown, Pa., March 25—Two new 
garages to cost approximately $225,000 
Will be built in Uniontown this summer, 
one for the National Auto Co., which 
handles the Cadillac, Jordan and Hup- 
mobile, and the other for the Titlow 
Motor Co., Dodge dealer. 

The National building will be three 
Stories in height, the largest garage in 
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the county, with an aggregate of 36,000 
sq. ft. of floor space and will cost $125,- 
000. It will be built on a corner, of 
reinforced steel and concrete, and will 
have no staircases or elevators, a series 
of ramps providing entrances to each 
floor. The garage will front on two 
main streets and an alley. The acces- 
sory department will occupy the corner 
of the first floor with the administration 
offices raised above it and enclosed in 
glass. The main showrooms will be on 
the second floor and workshops on the 
third. One entire street frontage and 








More Trucks and 
Cars to Be Sent 
From France 


ARIS, March 26—The British 

army automobile park at Abbe- 
ville, comprising 1000 trucks and pas- 
senger cars has been purchased by a 
firm of private bankers with a branch 
in New York. Most of the vehicles 
are of British make but the lot in- 
cludes 350 Peerless 4-ton, F. W. D., 
Locomobile, Pierce-Arrow, Packard 
and Riker trucks as well as a consid- 
erable number of Studebaker and 
Cadillac passenger cars. Most of the 
American made vehicles will be 
shipped to the United States. The 

 fir® lot already has been shipped. 








one-third of the other will be of plate 
glass. Dr. F. B. Hess is president of 
the ‘company. 

George F. Titlow is head of the Titlow 
Motor Co., which will build the $100,000 
garage, : 


KENWORTHY REORGANIZED 


South Bend, Ind., March 26—The Ken- 
worthy Motors Co. has been reorganized 
and the majority of the board of directors 
now consist of officers of the Dodge Mfg. 
Co. The new directors are F. T. How- 
lett, general purchasing agent; Walter 
E. Howe, chief engineer; Frederick S. 
Willett, comptroller and Temple Wil- 
liams, assistant to M. W. Mix, president 
of the Dodge Co. The Kenworthy plant 
is being operated under the direction of 
Rowe. The books are being brought up 
to date as rapidly as possible and an in- 
vestigation is being made to determine 
the possibility of continuing operations. 
The difficulties of the company have been 
due to lack of working capital. 


100,000 MORE CARS REGISTERED 

Harrisburg, Pa., March 25—Registra- 
tion of motor vehicles at the state high- 
way department shows strikingly the ef- 
fect of the open winter.. More than 100,- 
000 more passenger cars were licensed 
by the last day. of February than at the 
same time last year. The state has just 
issued tag No. 401,986 for a passenger 
car. Up to February 28 there were 396,- 
320 passenger cars registered, against 
283,543 last year, and 43,688 trucks, as 
compared with 32,614. 
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Junior Salesmen Idea Spreads 
in New York With Good Results 


Dealers Have Intensified Canvassing 
and Are Keeping Establish- 
ments Open Evenings 


EW YORK, March 28—The metropol- 

itan area is recovering from an acute 
attack of incometaxitis, which slowed up 
passenger car sales, particularly in the 
high priced lines, during the early part 
of March. Sales which dropped off from 
the February level during the first 20 
days of this month have begun to pick 
up again and.the prospects for April, 
May and June business are decidedly 
bright. 

As an instances of the psychological 
effect of the filing of income tax returns 
and the payment of the first installment, 
one dealer in a $3000 car had sales dur- 
ing March numbering 51, as compared 
with 86 during February. Several other 
dealers in high priced cars had similar 
experiences, though two or three with 
decidedly popular makes had a March 
business considerably better than Febru- 
ary. The income tax period seems to 
have had little effect on the sales of low 
priced cars and in several lines, these 
are running very strong. One dealer in 
a popular priced car had sales for March 
running only a little below 200, as com- 
pared with 150 in March a year ago. 

Practically all dealers have intensified 
their canvassing and mail solicitation 
efforts and several have been added to 
the list who keep their establishments 
open evenings, with good results so far, 
according to reports. The junior sales- 
man idea, under which quite young men 
are used to develop information on pros- 
pects later to be canvassed by senior 
salesmen, is spreading and general good 
results have been obtained. Used car 
sales prospects have picked up with 
those in the new car line, despite the 
fact that used car prices have shown 
little disposition to decline. 

Truck sales have improved materially 
in the light truck classes and there is 
a little upward slant in the heavier duty 
field. 





R. & V. SLEEVE VALVE 

In announcing the appointment of C. 
B. Rose as general manager of the Mo- 
line Engine Co. at East Moline, Tll., in 
Motor AcE of March 10 it should have 
been stated that this company manufac- 
tures the sleeve valve engine for the 
R. & V. Knight automobile, and not the 
poppet valve, as was stated. The R. & V. 
company, formerly the Moline Knight, 
was the first American concern to place 
a modernized block cast thermo-syphon 
cooled Knight engine on the market. 


SERVICE BODY ONE YEAR OLD 


Brooklyn, March 24—The Automotive 
Service Association of Brooklyn will 
celebrate its first year as a service or- 
ganization with a birthday party on the 
evening of April 11. The’ association 
now has 155 members. 






















































































20 


Winton Factory on Maximum 
Production Capacity by May 1 


Haynes Automobile Co. Expects to 
Increase to 75 Per Cent Out- 
put in April 


LEVELAND, March 26—An increase 


in-sales of cars that set in on Jan. 1 
and has continued to the present led to 
the statement at the plant of the Winton 
company that the factory probably would 
be operated on maximum production ca- 
pacity by May 1. At the same time the 
announcement was made that C. W. 
Churchill, who for a number of years 
has been general manager of the corpo- 
raticn, has resigned. Mr. Churchill re- 
tains a monetary interest in the corpora- 
tion. Several years ago he came to the 
local plant from the New York branch 
of the corporation to act as sales man- 
ager. Later he was made general man- 
ager. 

The position vacated by Mr. Churchill 
has not been filled and for the present 
his duties will be discharged by execu- 
tive officers of the corporation. In the 
last few days Alexander Winton, whose 
business capacity and knowledge of the 
automobile industry were responsible 
largely for the upbuilding of the corpo- 
ration, has been taking a more and more 
active place in directing affairs in the 
production end. 

Another change of executives was 
made in the sales department where J. 
C. Miller was made manager of sales, 
succeeding O. F. Gaughman, who had oc- 
cupied the position for a number of 
years. Mr. Miller left the New York 
branch to take up his new position. 
Charles Mears, advertising manager, has 
resigned, effective April 1, to engage in 
the advertising business in-this city. He 
will handle the account of the Winton 
company in connection with his business. 

The capacity of the Winton plant is 
ten cars a day. 

Kokomo, Ind., March 26—The Haynes 
Automobile Co. is gradually returning to 
normal production schedules. With the 
addition of a considerable number of 
employees the factory now is turning out 
cars at more than 60 per cent of its ca- 
pacity. It is expected this figure will 
be raised to 75 per cent in April. 

Lommnnmeed 


Ind., 


March 26—Ship- 
ments made by S. F. Bowser & Co., Inc., 
of this city, manufacturers of gasoline 
and oil pumps and storage systems, were 
40 per cent greater than the shipments 


Fort Wayne, 


for the same period of last year. The 
shipments for this February also ex- 
ceeded the February shipments for any 
year since the company has been estab- 
lished. - 


FOR FRESH BETHLEHEM SURVEY 


New York, March 25—Edward F. Mc- 
Guire, vice-president of George W. Goe- 
thals & Co., an experienced automobile 
and industrial engineer, has been ap- 
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pointed to make a fresh survey of the 
affairs of the Bethlehem Motors Corp. 
He will act with Clinton E. Wood, the 
receiver. If McGuire deems it advisable 
he will undertake a vigorous selling 
policy looking toward the liquidation of 
the trucks on hand within the next three 
months and will report back to the 
creditors his conclusions as to the most 
advantageous course to pursue in refer- 
ence to the future conduct of the com- 
pany. 


First of Number of Ford Benzol 
Stations Is Opened in Detroit 


Detroit, March 25—The first of a num- 


ber of benzol stations to be operated by 
the Ford Motor Co. has been started at 
Cass and Temple avenues. Heretofore 
the sale of benzol has been confined to 
three Ford stations near the Rouge and 
Dearborn plants outside of Detroit. With 
production increasing at the blast fur- 
naces the company plans to maintain 
stations throughout Detroit. 

The fuel is a by-product extracted 
from the gas produced: when coal is de- 
composed into coke at the Rouge ovens. 
The 5000 gallons produced daily is mixed 
with an equal amount of gasoline to 
make impossible the thickening of the 
by-product in cold weather and a 12 per 
cent mileage increase is guaranteed. 
The fact that the benzol is sold cheaper 
than gasoline naturally is an inducement 
to drivers, 


French Grand Prix May Adopt 


Group System in Starting Cars 


BY W. F. BRADLEY 
European Correspondent of Motor Age 

Paris, March 1—Monday, July 25, has 
been definitely fixed as the date of the 
French Grand Prix 3-litre race at Le 
Mans. The Motor Cycle Grand Prix will 
be held on the previous day over the 
same course. This change has been 
made in order to attract the popular 
crowd, which only has Sundays free, to 
the race for two-wheel machines. 

The Sporting Commission of -the:Auto- 
mobile Club of France is studying the 
advisability of starting all the cars at 
once, as is done at Indianapolis and 
other American track races. ‘French 
drivers, and particularly those having 
had experience of American races, are 


" heartily in favor of this and maintain 


that although there is a hairpin turn 
two miles after the starting line the 15 
to 20 ears which will face the starter 
can,be sent away in a bunch without 
any danger. The great majority of 
French sportsmen, however, having been 
trained to the system of starts at one 
minute intervals, look upon the Amer- 
ican method of group starting as ex- 
tremely dangerous and predict that,.ac- 
cidents will happen if this is indulged in. 
Not a single member of the French rac- 
ing board has seen the start of an Amer- 
ican track race, and in consequence. they 
are prejudiced against anything but the 
old fashioned method of single starts at 
minute intervals, 
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$6,000,000 Saved Trade in 
Washington by Organization 


Activities of State Dealer Association 
Along Legislative Lines Produce 
Substantial Result 


T. LOUIS, March 26—How a state 

dealer association’s legislative activ- 
ity prevented the assessment of $5,835,- 
500 in penalties and taxes for the auto- 
mobile trade in one state in one year is 
graphically told in a letter to Harry G. 
Moock by the Washington Automobile 
Chamber of Commerce. The acting sec- 
retary, J. H. Snoddy of Seattle, has just 
forwarded to Harry D. Austin, Seattle 
director of the National Automobile Deal- 
ers’ Association, a resume of the season’s 
work. The Washington association is 
affiliated with the N. A. D. A. and mapped 
out its legislative program in conformity 
to the program of uniform laws advo- 
cated by the N. A. D. A. 

Bills which can be calculated specific- 
ally in money were for confiscation of 
cars under prohibition legislation, in- 
stalling speed regulations on motor 
vehicles, taxes for free camp sites, 
drivers’ license, postponement of date of 
taking effect of the gasoline tax law, 
reduction in gasoline tax from 2 cents 
proposed to 1 cent, bill adjusting license 
fees for renewals in mid-year. 

These items Secretary Snoddy analyses 
as follows: 

Defeat of confiscation bill $ 
Defeat of speed regulation bill 

(first cost) 

Defeat of park tax (per year).. 

Defeat of automobile registra- 
tion bill (first cost) 

Reduction in chauffeurs’ license 

(per biennium) 

Reduction in gas tax (2c to 1c) 
per year 
Postponing effective date gas 


75,000 


300,000 
562,500 
115,000 
1,000,000 


333,000 
Less estimated loss renewal, li- 


censes (1921 only)...... pies 350,000 


prtetee 


TOTAL NET SAVING $5,835,500 


In addition, Snoddy says, a law was 
defeated which proposed that the driver 
of any automobile which struck and 
killed a person could be charged with 
first degree murder regardless of the 
fault of the one struck for -being negli- 
gent. And Snoddy points out the pen- 
alty for first degree murder in Washing- 
ton is hanging. 


NEW STATION FOR KALAMAZOO 


Kalamazoo, Mich., March 26—Harry 


_ A. Scott, head of the Scott Automotive 
Service, has bought a large structure in 


the heart of the ‘city which will be trans- 
formed into an up-to-date’ service sta- 
tion. Specialty will be. made of cylinder 
grinding, overhauling cars and the best 
custom painting and refinishing. Doug- 
las P. Turnbull, resigned as city auditor, 
has accepted the office and business 
management of the Scott concern, 
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Dealers Shortage of Tires 
Reflected by Manufacturer 


American Company Back to Maxi- 
mum Production With Three 
Eight Hour Shifts 


KRON, March 25—The fact that the 

American Rubber & Tire Co. has 
gone to maximum production with three 
eight hour shifts at work in the plant is 
taken here as an indication that the 
dealers have begun to feel the shortage 
of tires predicted during the last month. 
The company is working the maximum 
number of men and is producing 600 
tires a day. Practically all the orders, 
which have occasioned the increased 
production, have come from the dealers. 
H. L. Houk, general manager, said in a 
statement today: 

“We do not care to say that we will 
continue on this basis indefinitely be- 
cause we are proceeding with a cautious 
optimism. We will if business continues 
to come as at present. We made no 
strenuous efforts to sell tires for spring 
delivery last fall and as a result our 
dealers are badly in need of tires.” 

Other companies are known to be 
making plans to increase production and 
announcements are expected daily. Many 
of the companies have received large 
orders from the automobile manufactur- 
ers who are resuming production. What 
is looked upon as the first rush on the 
part of the dealers to-get tires for the 
season is reflected in the action of the 
American Rubber & Tire Co. Every man 
who can possibly be put to work in pro- 
duction is in the plant. 


West Vivaiale’ Caries Finds No 
Penalty for Overloading Truck 


Charleston, W. Va., March 24—Ruling 
that the state overloading law does not 
provide a penalty, the West Virginia su- 
preme court of appeals has handed down 
a decision allowing Frank Constanzo a 
permanent writ of prohibition restrain- 
ing Justice of the Peace Frank Kindel- 
berger and Criminal Court Judge Alan 
Robinson from _ prosecuting him on 
charges of overloading his truck. 

The provisions of the overloading law 
in controversy read: “No vehicle, in- 
cluding its own weight, shall be oper- 
ated upon the public roads in excess of 
15 tons. No vehicles bearing a load in 
excess of 600 pounds per inch width of 
lire shall be operated upon the road. 
No vehicles, in violation of provisions, 
shall be operated without a special per- 
mit and the owner and operator of such 

ehicles shall be liable for the damage 
done to the public highway.” 

A bill is now pending before the legis- 
lature which will correct the omissions 
in the law. 


NEW CRANKSHAFT COMPANY HEAD 

Saginaw, Mich., March 24—Geo. H. 
Hannum, general manager of the Sagi- 
naw Products Co., has been placed: in 
harge of the Michigan Crankshaft Co., 


MOTOR AGE if 


a subsidiary of General Motors Corp. 
The Crankshaft company operates plants 
in Saginaw and Lansing for the manu- 
facture of crankshafts for General Mot- 
ors cars. By this action the corporation 
consolidates all its Saginaw plants under 
one management except the National 
Plate Glass Co. plant which is controlled 
by Fisher Body Corporation, also a Gen- 
eral Motors subsidiary. J. W. Wilford, 
who has been general manager of the 
Crankshaft company, with headquarters 
in Lansing; is to become general man- 








Sells a Car a Day 


VEv ORLEANS, March 26—Up to 

the 57th day of this year, the 
Capital City Auto Co., of which Fred 
Perkins is president and general man- 
ager, had sold 52 Studebakers, or 
more than one for every working day. 








ager of the Central Axle Gear & Prod 
ucts Co. when Mr. Hannum assumes his 
duties as supervisor in both crankshaft 
plants. The local crankshaft plant will 
continue under the active direction of 
T. M. Carpenter, local manager. 


Distributor Contracts for 


$4,000,00 Worth of Trucks 


Oshkosh, Wis., March 28.—A contract 
involving approximately $4,000,000 worth 
of quadruple drive motor trucks has 
been closed by the Oshkosh Motor Truck 
Co. of Oshkosh, Wis., and will be put 
into production immediately, according 
to official notice given stockholders. The 
company recently completed a new plant 
costing about $250,000 and the contract 
will require a capacity of four trucks a 
day for twelve months. This output will 
go to a large distributor, the name being 
withheld for the present because of a 
reorganization now being effected. It 
calls for both commercial vehicles and 
special fire fighting apparatus. The Osh- 
kosh company intends to start work on 
a second unit, which was to have been 
erected last fall but was postponed be- 
cause of conditions in building construc- 
tion as well as the general situation in 
the motor truck industry. 


SMITH LEAVES SIMONS SALES CO. 


Detroit, March 24—George E. Smith, 
sales manager for the Simons Sales 
Co., Michigan distributor of Willys-Over- 
land cars, has resigned and is consider- 
ing two propositions in connection with 
the merchandising of high grade cars in 
Detroit. Smith resigned as sales man- 
ager of Willys-Overland, Inc., in New 
York, to join the Simons organization 
and also has spent much time covering 
the country instructing dealers in im- 
proved sales methods and efficiency sys- 
tems. He formerly was with the Na- 
tional Cash Register Co., for which con- 
cern he toured Europe. 
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Two Shows in Cincinnati Next 
Year, Present Plan of Dealers 


One in Spring, Another in Fall—. 
Association Wants Full Attend- 
ance at Meetings 





INCINNATI, 
dealers will 


March 29—Cincinnati 
hold two automobile 
shows next year, instead of one. Ata 
meeting of the Cincinnati Automobile 
Dealers’ Association it was decided to 
hold a fall show Oct. 8 to 15 and a spring 
show, with the date tentatively set for 
February. Both shows will be held at 
Music Hall. 

The spring show hinges on the plans 
that can be made for properly heating 
the exhibition hall. Heretofore there has 
been no way of furnishing heat to the 
wings of the hall, where the exhibits are 
shown, but the dealers declare they will 
find some way of doing it. Of the 21 
members present, 18 favored the spring 
show and it appears that the dealers will 
go to much trouble in order to give 
what they think the public wants. The 
dealers in Cincinnati are beginning to 
realize that one thing they need most is 
a full attendance at their meetings and 
it is evident that they are going after 
the attendance. 

Sells Organization First 

Frank J. Santry, of the Nash distrib- 
uting, made an impression in the meet- 
ing with his views on sales and organ- 
ization work, as he is a great believer 
in having his sales force sold on their 
organization before going out to sell it 
to someone else. W. C. Shepler gave 
some ideas about the methods of hand- 
ling used cars. 


Effect Pistia Chdeiied in 


Personnel of Goodyear Tire 
Akron, March 26—With the appoint- 
ment of R. S. Wilson, truck tire man- 
ager, as manager of the western division 
of the Goodyear Tire & Rubber Co., with 
headquarters in Chicago, several changes 
in personnel have been announced coin- 
cidentally with a readjustment of the 
Goodyear sales service, so as to improve 
the company’s method of stimulating 
sales service throughout the entire 
country. 

G. E. Brunner, manager of the service 
department, has been announced as suc- 
cessor to Mr. Wilson as truck tire man- 
ager at Akron. Mr. Brunner’s promotion 
leads to a change in the functioning of 
the service and of the sales promotion 
departments, under which C. W. Santee, 
who has been manager of the sales pro- 
motion department, becomes manager of 
sales service. 

Responsible to Mr. Santee will be R. 
W. Clark, manager of sales promotion; 
W. H. Sorn, manager of the service de- 
partment; P. R. Baugh, manager of the 
dealer development division; H. H. Tol- 
man, manager of the government sales 
division; C. A. Reed, manager of the 
stock clearance division, and A. R. Kroh, 
farm lecturer and field worker, 
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Six Months Employee Due to 
Get Service Company’s Bonus 


Bearing Firms’ Service Department 
to Distribute Sum Set Aside 
- From Net Sales 


ETROIT, March 25—Under the 1920 
bonus plan of the Bearings Service 
Co., which acts as the service department 
of the Timken Roller Bearing Co., the 
Hyatt Roller Bearing Co. and the New 
Departure Mfg. Co. covering allotments 
to employees as of Dec. 31, 1920, all em- 
ployees associated with the company for 
a continuous period of six months or 
more prior to the date of distribution 
were eligible to participate. 
Approximately 2 per cent of the net 
sales for the calendar year, 1920, were 
set aside as the bonus fund. The plan 
provides for the holding of bonus allot- 
ments in a trust fund which pays the 
participant interest guaranteed at the 
rate of 6 per cent a year on the prin- 
cipal sum. A given participate is privi- 
leged to withdraw at his own option 20 
per cent of his bonus yearly, or he may 
elect to receive payment of his bonus 
allotment in full at the end of five years, 
together with a proportionate share of 
all forfeitures and excess earnings. 
Participants are divided into four 
groups according to their length of 
service and personal efficiency ratings. 
The plan applies to all employees of the 
company both in the general offices here 
and in the company’s branches, of which 
there are thirty-three located in the 
principal cities of the United States and 
Canada. The company finds that the 
plan tends to encourage its employees 
in the habit of thrift and benefits the 
concern through the building up of a 
loyal and efficient personnel. 


HIGH RECORD FOR GOODRICH 


New York, March 25—Despite sales 
by the B. F. Goodrich Co. for 1920 of 
$150,007,345, a new high record, there 
was a deficit of $921,248 before payment 
of taxes, inventory depreciation and 
dividends. After payment of dividends 
on the common and preferred stock the 
deficit was $5,371,792, compared with a 
surplus after dividends: of $12,657,813 in 
1919. 


Dunlop Company to Start Tire 
Production at Buffalo April 15 


Buffalo, March 25—Production of tires 
at the River Road plant of the Dunlop 
Tire & Rubber Corp. of America will 
be started April 15. 

Nearly 7,000 men will be employed at 
the plant Jan. 1, 1922, of whom 99 per 
cent will be from Buffalo. R. W. Snow, 
legal adviser of the company, made the 
announcement before Chairman Charles 
B. Hill, of the Upstate Public Service 
Commission, when he urged that the 
International Railway Co. be allowed to 
extend its river road tracks to give 
transportation to the men employed by 
the company. 


MOTOR AGE 


P. D. Saylor, vice-president of the 
company, states that an office force had 
been organized and is at work and that 
a small working crew is on the job 
cleaning up and making ready for the 
resumption of activity. 

It is planned to start manufacture this 
spring and to finish up the constructive 
work. Mr. Saylor said that the key men 
of the organization have been retained 
and that all will be in readiness when 
the time comes for resumption. 

Constructive work at the Dunlop plant 
was suspended the first of the year and 
nearly the entire staff and corps of men 
which had been built up during 1920 
were taken off. It is understood the 
company has now arranged its finances 
and is ready to start operation. 


Changes in Ohio Compensation 
Law Are Being Urged by Dealer 


Columbus, March 24—Manufacturers 
of automobiles as well as large dealers 
and garagemen in the state have united 
with the Ohio Board of Commerce to 
push certain amendments to the work- 
men’s compensation law. The board re- 
cently sent out questionnaires to get the 
sentiment and out of several thousand 
replies received 90 per cent favor amend- 
ments to permit private liability com- 
panies to compete for the insurance un- 
der state supervision. At present the 
Ohio Board of Awards has a monopoly 
on the insurance. It is charged that 
under present conditions rates are too 
high, placing a heavy burden on man- 
ufacturers and others. A bill has been 
prepared for introduction in the Ohio 
General Assembly which includes the 
changes desired. 


Maryland Headlight Rule Is 
Modified by Court Decision 


Baltimore, March 25—In a ruling given 
by Judge Stump in Circuit Court here 
the state headlight rule is modified. ‘The 
court ruled that the State Board of Head- 
light Inspection exceeded its authority 
when some time ago it declared that no 
automobile lamps or lenses could be used 
except those which it had approved. The 
judge declared that any light or lens 
that was controlled from the driver’s 
seat so that its light would conform to 
the state regulation may, under the law, 
be used. 

The test case was made by the Lex- 
ington Motor Co. of Connersville, Ind., 
of which the Hummer Motor Sales Co. 
is the local distributor. The board had 
refused to grant permission to the com- 
pany operating with a light which has 
two sets of reflectors, one of which when 
used complies with the headlight law 
and the other, if used, violates the law. 
The court in its ruling decided that if 
anyone operating the car was caught 
using the illegal light he could be pun- 
ished under the state law, but because 
there was one attachment which made 
such violation possible it did not war- 
rant the ruling of the headlight inspec- 
tors. 
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No Fixed Price System Brings _ 
Louisiana Dealer Into Court 


Automobile Owner Refuses to Pay 
Repair Charges, Claiming Them 
to Be Extortionate 


EW ORLEANS, March 26—A legal 

decision which is of interest to all 
automobile owners, automobile dealers, 
repair men and garage stations was 
handed down here in March by Judge 
Fred D. King, in the civil district court 
a tribunal which corresponds to the 
superior court in many northern states. 
Since the decision was not appealed, it 
will stand as a precedent in similar cases 
arising in Louisiana. The case and de- 
cisions are as follows: 

Meyer S. Dreifus, a resident of New 
Orleans, instructed the Motor Parts Co., 
also of New Orleans, to take his auto- 
mobile from his house to the company’s 
shop to make certain needed repairs. 
No price was agreed upon but the Motor 
company presented a bill for $120.70, 
which Mr. Dreifus refused to pay on the 
ground that it was extortionate. The 
Motor company refused io deliver the 
car to Mr. Dreifus or to allow him to 
take it from the shops. He applied to 
the civil district court and-received a 
writ of sequestration, under which the 
car was taken in charge by the civil 
sheriff. 

In answering the suit, the Motor com- 
pany made a _ reconventional demand 
against Mr. Dreifus for $36.52. Evidence 
adduced at the trial showed that this 
sum was the real cost of the repairs, 
the difference between this amount and 
the amount of the bill presented— 
$84.20—being charged for labor. 

In deciding the case Judge King said: 
“The evidence shows that defendant 
(the Motor Parts Company) hires his 
mechanics and pays them a salary by 
the week of $36 apiece. This charge for 
labor does not go to the mechanics, but 
goes to the defendant, and is pure and 
simple profiteering. There is no law 
authorizing any such charge. If a man 
sends his watch to a watchmaker, or 
has a carpenter repair his house, he pays 
a lump sum for the work performed on 
his watch or on his house. He cannot 
be charged with the money the watch- 
maker or the carpenter pays out to his 
salaried employees.” 

Judgment was then given for Mr. 
Dreifus, perpetuating the writ of seques- 
tration; and judgment in favor of the 
Motor Parts Company for $36.52, the 
Motor company being further ordered to 
pay all costs of the suit. 


STANDARD SALES FROM FACTORY 

Detroit, March 24—W. A. Murfey, sales 
promotion manager of the Standard 
Motor Truck Co., announces that in the 
future the sales and service on Standard 
trucks will be handled direct from the 
factory. A large building at the factory 
has been set apart to house this depart- 
ment, and an expert mechanical staff 
will have charge of the work. 
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Radiator Guard or Bumper on 
Trucks Lowers Insurance Rate 


Five Per Cent Reduction Allowance 
—Passenger Cars With Equip- 
ment Already Provided for 


EW YORK, March 22—The National 
Automobile Underwriters’ Confer- 
ence has authorized a reduction of 5 per 
cent in collision insurance rate on com- 
mercial cars and trucks equipped with 
either a radiator guard or a bumper, or 


both, provided such device or devices 


have been listed as standard by Under- 
writers Laboratories. This is contingent 
on there being at least two truck bump- 
ers and two radiator guards listed prior 
to July 1, the ruling to take effect on 
that date. 

This announcement is accompanied by 
the statement that manufacturers of 
guards, or truck companies which make 
their own guards, may desire to place 
their product before the Laboratories for 
examination in advance of July. On re- 
ceipt of request from any manufacturer 
the procedure will be outlined as to 
samples necessary for tests and esti- 
mate made of cost. 

Passenger cars now get an allowance 
for approved front bumper of 10 per cent, 
rear bumper 21% per cent, and both front 
and rear 12% per cent. This percentage 
is higher for passenger cars because the 
damage or loss is greater than in truck 
collision. 


The conference has unanimously 
passed a motion to abandon the valued 
policy for fire and theft risks. The 
measure takes effect May 1. 

The value policy is one in which the 
amount of insurance is specifically named 
instead of depending on an adjustment 
to determine the actual value of the auto- 
mobile at the time of loss. During the 
recent decline in values insurance com- 
panies found themselves carrying insur- 
ance far in excess of market values. 
This is a dangerous situation as it makes 
the companies most tempting customers. 
Statistical analysis attributes much of 
last year’s heavy losses to this evil. 

On the ground that tires, motor meters 
and spare parts- are also poor moral 
risks and that insurance losses are suf- 
fering from the multiplicity of claims 
they involve, many companies will not 
include them in the policy. The confer- 
ence declined to make this compulsory. 

It has been decided by the conference 
to continue writing full coverage on 
automobile collision insurance. The 
majority of the fire insurance companies 
disapproved making the deductible 
clause compulsory but recognized that 
rates would have to be increased for full 
coverage and instructed the rate and 
statistical committee of the conference 
to determine the proper rate revision 
upward. 


QUINCY MAKES $1200 FROM SHOW 


Quincy, Iil., March 25—Most of the 
members of the Quincy Automobile 
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Trade Association, which has just held 
its annual banquet, report better busi- 
ness this month than last. Commercial 
sales are still slow, but with the resump- 
tion of work in the local factories the 
outlook for sales is improving. The deal- 
ers report a surplus of more than $1200 
from the automobile show held a few 
weeks ago, and this amount was dis- 
tributed pro rata among the exhibitors. 
Better road conditions are helping sales 
in the territory, and the state road proj- 
ect has enlivened interest among the 
farmers for better roads in this part of 
the state. 


Fourth Annual Used Car Show 
to Be Held in Chicago in May 


Chicago, March 26—The fourth annual 
used automobile show will be held at the 
Coliseum May 7 to May 15, inclusive, 
under the management of the Chicago 
Automobile Trade Association. The show 
will be extensively advertised in local 
newspapers with both display and classi- 
fied advertising, through billboards, post- 
ers and window cards. 

Only used cars of 1920 or older manu- 
facture will be allowed on the floor, all 
cars passing the inspection of a mechan- 
ical committee to be named by the asso- 
ciation. Exhibitors, under the rules of 
the management, must instruct those in 
charge of their exhibit to use only the 
highest standard of ethics. No unfair or 
improper sales methods will be per- 
mitted. 


Durant Buys Long Island 
City Plant From Goodyear 


New York, March 28—The Durant 
Motor Co. of New York, a subsidiary of 
Durant Motors, Inc., headed by William 
C. Durant, has purchased the Long 
Island City plant of: the Goodyear Tire 
& Rubber Co. for a price said to have 
been $2,000,000. 

It will be used as the first of a chain 
of assembly plants which will be scat- 
tered about the country. Each subsidi- 
ary company will be operated under con- 
tract with Durant Motors which will 
direct production. 

The Long Island City plant is expected 
to supply the New England, Atlantic 
Coast states and export trade. The 
building has an area of 500,000 square 
feet. It was built by the Ford Motor Co. 
as an assembly plant and is of most 
modern construction. 


REYNOLDS SALE UNCONFIRMED 


Mt. Clemens, Mich., March 26—The 
circuit court of Macomb county has de- 
clined to confirm the sale of the assets 
of the Reynolds Motor Truck Co. by 
Charles J. Reimold, the receiver, to 
Charles M. Kennan for $26,250. Kennan 
operates a garage in this city. The re- 
port filed with the court stated that the 
bid of Kennan was the only one re- 
ceived, but it was held by the judge to 
be inadequate, and it is understood that 
since that time Reimold has been able 
to get offers from two other persons who 
would be willing to buy the property. 
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More Generai Allutiuent of 
Repair Jobs in Cleveland 


Insurance Underwriters at Meeting 
Agree to Patronize Larger 
Number of Shops 


LEVELAND, March 29—Garage men 

of this city will meet at the Hotel 
Winton the evening of April 1, to con- 
sider the drafting of a lien law for their 
protection, according to A. O. Williams, 
secretary of the Cleveland Automotive 
Association, under the auspices of which 
the meeting will be held. Recently pro- 
prietors of garages have lost consider- 
able money by non-payment of bills for 
repairs, and the condition is one that in 
the opinion of Williams warrants action 
that will provide means for the prompt 
collection of bills. 

It has been suggested that the garage 
men be given the right to perfect a lien 
on cars repaired to secure payments for 
the service. In two or three of the 
western states such a lien law is in oper- 
ation. The attorney for the association 
is studying precedents with a view to 
reporting on the subject at Friday’s 
meeting. It is hoped to have the Dill 
introduced in the General Assembly be- 
fore that body adjourns. 


Greater Distribution of Work 


At a joint meeting of the automobile 
body founders and radiator dealers and 
the Automobile Insurance Underwriters 
of this city steps were taken to bring 
about a general allotment of repair jobs 
by the underwriters to all responsible 
men in the industry who are members 
of the association. This business has 
been given but a few dealers, and others 
assert that with the jobs going to a 
larger number of shops delays will be 
eliminated and the work will be done 
as well. A committee also was named 
to suggest a course of procedure in esti- 
mating the cost of repair on wrecked 
cars. 

At present the association is putting 
up a stiff fight against the proposed law 
which would license all mechanics who 
work on cars or tires and which would 
compel the shop owner or garage to put 
up a collectible bond so that any one 
who had his car repaired and was not 
satisfied, could sue and collect damages. 

Truck dealers at a meeting yesterday, 
under the auspices of the association, 
signified their intention of employing 
war veterans sent to them from the gov- 
ernment vocational schools. Assurance 
was given the dealers that the men sent 
to them would be well grounded in fun- 
damentals of the various trades that 
truck service stations make use of. 


LOWER PRICES FOR HANSON 

Atlanta, March 18—Prices on Hanson 
open models will be reduced at once. 
The 5-passenger and roadster models 
will be sold for $2185, and the 4-passen- 
ger model at $2285. The former prices 
were $2365 and $2465 respectively. The 
price on the sedan will continue at 
$3165. 
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Senate Tax Hearings to Begin 
Before Convening of Congress 


Arguments Before Finance Commit- 
tee Must Be Clear and Concise 
Because of Conditions 


ASHINGTON, March 26—With five 

subcommittees of the House ways 
and means committee actually engaged 
in drafting a permanent tariff schedule, 
there is evidence of a real effort on the 
part of Congress to settle the chaotic 
conditions of business and industry 
through a definite legislative program 
which will have much to do with the 
future prosperity of the nation. Analysis 
of this program indicates quite strongly 
that it will be midsummer before the 
automotive industry will know what it 
must contribute to the national ex- 
chequer through taxation. The Senate 
finance committee will, however, begin 
hearings on the internal revenue meas- 
ure on or before the convening of the 
extraordinary session April 11. 

That the Senate finance committee will 
not call witnesses for tax hearings until 
next month is indicated in the announce- 
ment that Chairman Penrose would be 
away for several days. It is apparent 
that these hearings will be brief and rep- 
resentatives of the automotive industry 
must present clear and concise argu- 
ments. If the industry is to oppose the 
proposed tax levies, it will be necessary 
to convince the committee of the inequi- 
ties of the treasury and other plans, for 
it must be remembered that this commit- 
tee will be swamped with suggestions as 
to sources of revenue and will have 
little time for study. Copies of the hear- 
ings will be turned over to the House 
Ways and means committee for their 
guidance in framing tax bills. With an 
estimate of the yield from the new per- 
manent tariff at hand, the House com- 
mittee must design internal revenue 
measures to bring the balance required 
for expenditures into the treasury. The 
Senate will use the measures originating 
in the House as a guide for redrafting 
or amendments. 


Distributors in Toledo Move 
Preparing for Spring Market 


Toledo, March 24—A series of moves 
have been made looking forward to the 
opening up of the motor car market. 

The Kopf Motor Sales Co. has leased 
a new building, and following the im- 
provement of the property and the in- 
stallation of equipment to handle service 
and parts, the Chevrolet distributor will 
move. The company operates in the 
northwestern Ohio territory. George B. 
Kopf is president and John Lounsberry 
sales manager. The Toledo Hudson- 
Essex Co. has taken over the building 
formerly occupied by the Kopf company. 
This new display room will be devoted 
exclusively to the used car department 
of the Hudson-Essex agency. Carl Berg- 
man will be in charge of the new show- 
room. 
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Ground has been broken by Officials 
of the Landman-Griffith Co. for the new 
sales and service home of the distribu- 
tors for Maxwell, Chalmers and Lincoln 
cars here. The building will be 100 by 134 
feet and will cost approximately $150,- 
000. It is two stories, with rough brick 
exterior finish. The sales force of the 
company made an elaborate ceremony of 
turning the first spadeful of dirt. It is 
expected the work will be completed by 
July 1. 


Connecticut to Impose Cent 


Tax on Gas for Road Building 


Hartford, Conn., March 25—Connecticut 
proposes to levy a tax of one cent a 
gallon on gasoline. A hearing was given 
on the proposed bill by the legislative 
committee on finance when no serious 
opposition was raised to the measure 
which would net the state an additional 
revenue of approximately $720,000 avail- 
able for road building and betterment. 


Representative Bell of Salisbury, 
Roger W. Davis of the state chamber 
of commerce, William E. Eagan repre- 
senting the Automobile Club of Hart- 
ford and E. W. Winter of the Bridge- 
port Manufacturer’s Association opposed 
the bill. Mr. Davis said that should the 
bill go through gasoline stations would 
spring up along the Massachusetts and 
New York borders where motorists 
would purchase their fuel supply devoid 
of the Connecticut tax. 


GMC BUILDINGS CHANGE NAMES 

Lansing, March 26—A certificate has 
been filed with the Secretary of State 
of Michigan amending the articles of 
association of the Durant Building Corp. 
so as to change the name of the com- 
pany to “General Motors Building Corp.” 
The company’s new office building at 
Cass avenue and West Grand boulevard, 
Detroit, will be known as “General 
Motors Building.” The office building at 
the corner of 57th street and Broadway, 
New York City, will in the future be 
known as “General Motors Building” 
instead of “Chevrolet Building” as here- 
tofore. 


COLUMBUS CHOOSES OFFICERS 

Columbus, March 25—The Columbus 
Auto Trade Association at its annual 
meeting elected the following directors: 
Don Cole, R. H. Mitchell and H. L. Mc- 
Cord of the motor car division; E. C. 
Brisley and A. B. Coates of the motor 
truck division; Fred Woolsey and J. P. 
Gordon of the tire and accessory division 
and R. L. Hayes and J. H. Johnston of 
the garage and repair division. Mr. 
McCord was elected president; Arthur 
I. Fishbaugh, vice-president; Mr. Bris- 
ley, secretary and treasurer and J. T. 
Milar, manager. 


INSTALLS BAKING OVEN 
New Orleans, March 26—The first oven 
for baking: enameled metal parts for 
automobiles has been installed here by 
Schayer & Sons in their automobile re- 
pair plant. 
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Southern Bankers Treating 
Dealers on Business Basis 


Result Is Shorter Time and Prompter 
Payments Being Asked of 
Purchaser 


EW ORLEANS, March 26—The first 

twenty-one days of March showed 
greater improvement in the automobile 
industry here than did the entire thirty 
days of any previous month since Nov. 1, 
1920. The period of depression reached 
lowest ebb in December, revived 
somewhat around Christmas and the 
holidays, due largely to the pre-Christ- 
mas show, and then dropped again in 
January. Sales for the first three weeks 
of March,: however, exceeded those of 
October, 1920, the last month before the 
period of depression set in, by about 20 
per cent. 

Truck and tractor dealers, who have 
not felt the depression so heavily as the 
passenger car dealers, have not noted 
much of an upturn for March, though 
their sales have remained steady. Greater 
diversification of crops, succeeding the 
hard lesson the one-crop cotton planters 
learned when cotton dropped from 45 
cents to 9 cents, is making the use of 
tractors and trucks almost imperative in 
the agricultural regions of the South, 
and is having a direct effect on orders 
for tractors for future delivery, but most 
of the planters are not in condition just 
now to accept immediate delivery on 
either trucks or tractors. 


Credit Easier Now 


The attitude of the banks toward auto- 
mobile paper, though possibly not toward 
automobile credits, has become more 
free. That is to say, it is easier for the 
salaried man in good standing in a com- 
munity to obtain the backing of his bank 
in the purchase of an automobile, than 
it was three months ago, but it is just 
as hard for the dealer or distributor to 
get a large amount of credit to handle a 
number of automobiles as it ever has 
been. The reason for this is not just 
clear, but it appears to be that the banks 
are treating the automobile dealers on a 
strictly business basis, rather than as a 
sort of gambling prospect, as they were 
treated up to about a year ago. This 
very action by the banks seems to have 
created a healthier condition among the 
dealers themselves. Buying an automo- 
bile nowadays in the country tributary 
of New Orleans is much like buying a 
piece of valuable real estate or a house 
full of furniture, in that the dealer is 
100 per cent more careful as to whom he 
sells than he was six months or a year 
ago. 

This means that more passenger cars 
are being paid for in shorter time, and 
more promptly than ever before, since 
the dealer, unless he be of long standing 
and full of capital, has to have money 
of his own with which to get his cars 
out of the railroad terminals. Conse- 
quently, he calls on the individual buyer, 
not only for more money down, but for 
larger and more prompt payments. 
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New York Senate Passes Bill 
to Raise Registration Fees 


Increase of 35 to 100 Per Cent on 
Trucks—Passenger Cars Like- 
wise Affected 


LBANY, N. Y., March 26—The Senate 

today passed the Lowman Bill for 
increased registration fees after a sharp 
attack by Senator Lusk upon automobile 
clubs which he declared were banded 
together to keep the state from raising 
money by motor vehicle taxation neces- 
sary ‘for the maintenance of its good 
roads system. 


Increases in passenger car registration 
will range from $2.50 on low powered 
cars to $6 on high powered cars. On 
motor trucks the increases will range 
from 35 per cent on lighter varieties to 
50 per cent on those above 5-ton 
capacity, and as high as 100 per cent 
on the truck of 10-ton capacity or over. 


In his presentment of the bill Senator 
Lusk condemned those whom he termed 
“highly paid presidents of motor vehicle 
clubs and organizations,” who, he said, 
boasted at meetings that the state of New 
York is spending more money for state 
roads than any state in the Union and 
its citizens who own automobiles are 
paying less tax than in any other state. 


Against Heavy Truck Taxation 


Senator Lusk condemned the practice 
which exempted a motor vehicle from 
taxation as property because it paid an 
annual state license fee. He cited his 
own case showing how if he were com- 
pelled to pay tax on a $3000 car he owned 
at a tax rate of thirty dollars a thousand 
he would pay $90 every year instead of 
$16.86 payable under the license fee. 

He told of an automobile club in one 
city of the state which enrolled some 
6000 additional members paying $6 a year 
dues so as to help defeat the increased 
fee bill costing owners on an average 
$3 a year more. He branded the prop- 
osition “so absurd and ridiculous that I 
am unable to see how any man can 
stand here and justly vote this unjust 
burden where it does not belong.” 

On the roll call the vote stood 29 for 
the bill and 17 opposed. 

Senator Walker, leader of the Dem- 
ocratic minority, opposed the bill on the 
ground that the large increase in heavy 
trucks was a discrimination against New 
York City. By letting passenger cars 
off easy and taxing trucks heavily he 
said, the legislature was merely passing 
the increase to the consumer who would 
pay the freight. 

Representatives of forty state organi- 
ations had appeared at a hearing be- 
tore the legislative committee in charge 
of the bill and presented a declaration 
of opposition in which they said that 
present revenues derived from automo- 
bile taxation were sufficient to meet the 
cost of road maintenance and repair. 
They opposed use of motor vehicle rev- 
enues for construction or reconstruction 
work, 
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New York, March 24—Harry Meixall, 
secretary of the National Automobile 
Chamber of Commerce legislative com- 
mittee, a signer of the declaration of op- 
position, said today that Senator Lusk 
in condemning the exempting of cars 
from personal property tax, failed to 
take into consideration that owners of 
cars paid tax on their real estate and 
other property the same as real estate 
and personal property owners. 

He said Senator Lusk had omitted to 
state whether the motor vehicle revenues 
were sufficient to meet road repair and 
maintenance costs which owners assert 
is all they are designed to do. He said 
the chamber had exerted itself in every 
way in developing opposition to the bill 
and that no further action would be 
taken before its presentation in the 
assembly. 


Intensive Sales Promotion 
to Down Tractor Propaganda 


Milwaukee, March 24—Tractor manu- 
facturers in Milwaukee and throughout 
Wisconsin are entering the active trac- 
tor using season with improving pros- 
pects, although orders on the books are 
smaller than a year ago. Tractor build- 
ers as a rule are carrying surplus stocks, 
due to the light movement since last 
fall. 

A Milwaukee tractor man who recently 
returned from the Iowa farming district 
reports that farmers are turning more 
and more to the use of horses rather 
than to tractors. During the war, he 
said, farmers experienced great difficulty 
in getting help, man power was scarce 
and tractors were extremely popular. 
Now farmers are inclined to go back to 
horses under the impression that they 
are more economical. Intensive sales 
promotion work is imperatively needed 
to correct just this impression, he said. 
The condition exists in other agricul- 
tural regions of the West and the false 
economy propaganda is_ innocently 
spreading under its own momentum. 

BUYS DETROIT TRAILER CO. 

Detroit, March 24—J. B. Mansfield of 
the Mansfield Steel Co. heads a syndicate 
which has purchased a controlling inter- 
est in the Detroit Trailer Co. from S. A. 
Griggs who relinquishes the presidency 
to Mr. Mansfield. The transfer and elec- 
tion took place at a meeting held this 
week at which announcement was made 
that the company is planning an addi- 
tion to its plant 55 by 135 square feet to 
be completed by May 15. This addition 
will house showrooms and finished stock 
of the company. 

RETURNED TRUCKS NOT SELLING 

Los Angeles, March 24—Indications are 
that the sale of American army trucks 
reimported into this country from Eng- 
land by the Slough Trading Co. have 
undergone a bad slump. When the sales 
began the representative here of the 
British company did a good business, but 
trade soon fell off and more than half 
the consignment of 75 is still on hand. 
There is very little mention heard now 
of these army trucks, 
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First Show in Seven Years 


Staged at National Capital 


Unusual Interest Displayed in En- 
closed Models—Trucks and 
Commercial Cars Exhibited 


ASHINGTON, March 24—Staging 

the first automobile show in seven 
years, Washington dealers found that. the 
public interest in automobiles is con- 
stantly increasing. Practically every 
exhibitor reported big sales with the 
development of a new and pleasing list 
of prospects. More than 20,000 persons 
attended the show which was held at 
Convention Hall here last week. The 
attendance figures exceeded all expecta- 
tions and dealers were obliged to keep 
open house in the sales rooms this week 
in order to accommodate numerous pros- 
pects. 

The exhibitors had 150 of the latest 
model cars on the floor for inspection. 
There were 43 dealers having exhibits 
and the aggregate value of the passenger 
cars on display was in excess of one 
million dollars. Salesmen reported un- 
usual interest in enclosed car exhibits. 
Two large floors were required to hold 
the cars and trucks. The booths were 
arranged to permit easy access to the 
cars without crowding. 

The Washington Automotive Trade 
Association under whose auspices the 
show was conducted had the passenger 
car exhibits on the upper floor. Several 
of the accessory exhibits were located in 
the balconies. Special attention was 
given to the lighting effects so that no 
shadows were cast on any of the dis- 
play. The decorations were uniform and 
no exhibitor was permitted to make in- 
dividual decorations which did not har- 
monize with the general scheme. The 
show committee had two orchestras for 
the entertainment of the vistors. Six- 
teen different trucks and commercial 
cars were exhibited. 


See Ohio Track Users Coming 
Into Market for Replacements 


Columbus, March 25—Prospects for an 
active demand for motor trucks within 
a short time are unusually bright in 
Columbus and central Ohio territory, ac- 
cording to leading agencies. During the 
past few months it has been rather quiet 
and a canvass of the situation shows 
that many truck users will soon come 
into the market for replacement of their 
truck equipment. During the past six 
months the truck owners and users have 
made all repairs on their present equip- 
ment to keep them going. Now the time 
has arrived when their old equipment 
is in many cases just about worn out 
and they will be forced into the market. 

Leading truck dealers report a larger 
number of inquiries from delivery com- 
panies, mercantile concerns and all lines 
of business. Some of these inquiries 
have developed into orders, while others 
are being held up for some time. With 
the opening of spring a good steady de- 
mand is anticipated, 
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More Employees Returning to 
Work in Cleveland Factories 


Automobile Industry Sets Pace for 
Revival in Other Lines of 
Production 


LEVELAND, March 28—Within the 

past week the automobile factories 
in this city have given signs of a busi- 
ness revival that have restored several 
thousand employees to positions that 
they left weeks ago. The automobile in- 
dustry is setting the pace for a general 
resumption in all other lines of produc- 
tion in this city. 

The Peerless Motor Car Co. is em- 
ploying 1,500 men and the number is 
being increased daily. Orders have come 
in in increased numbers each week since 
the first of the year. More than 150 
men have been hired in the last 30 
days. The company is now increasing 
its force by taking on 10 to 15 daily. In 
April the daily augmentations to the 
working force will be increased. 

At the Jordan plant the statement was 
made that more automobiles are being 
shipped than the company is building at 
the present time. Although the payroll 
has not been increased since the first of. 
the year, the force of employees will be 
augmented on April 1. 

The Chandler Motor Car Co. started 
on February 1 to increase its working 
force. During March a marked~ addi- 
tion was made to the pay roll. The week 
of March 21 to 28 brought about a sub- 
stantial increase. The company expects 
to see pre-war normal conditions re- 
stored before the spring ends. 

At the White Motor Co. no additions 
have been made to the number of em- 
ployees since January 1. Working hours 
were decreased since then and the shifts 
have been shortened in order to give as 
many employees as possible an oppor- 
tunity to earn money. While other com- 
panies were curtailing production the 
last half of 1920, the White Company, 
however, operated at capacity production 
until February. Prospects at this plant 
are brightening daily, it was said. 

K. L. Maher, secretary of the East 
End Manufacturers’ Association, an 
organization made up largely of makers 
of motor vehicles and accessories, says 
there have been plenty of concrete evi- 
dences of a business revival among the 
42 industrial plants that make up the 
association. In some plants the clerical 
help has been taking vacations in order 
to be on hand in anticipation of better 


business in May and through the summer . 


months. 


JOHN N. WILLYS SELLS HOME SITE 
Detroit, March 25—Announcement has 
been made in Toledo that John N. Willys 
has sold his home site at Pasadena, 
Calif., to Walter P. Chrysler, for a sum 
approximating $200,000. 
SHAW LEAVES YOUNGSTOWN 


Youngstown, March 25—L. M. Shaw 
has resigned as secretary-manager of 
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the Youngstown Automobile Dealers’ 
Association, effective March 19. Mr. 
Shaw leaves the local organization to 
become executive secretary of the 
Indiana Automotive Trade Association, 
headquarters in Indianapolis. He as- 
sumes his new duties March 21. He is 
suceeded in the Youngstown office by 
D. C. Barnett, formerly a field secretary 
of the National Automobile Dealers’ 
Association. 


Louisville Sales Picking Up as 
Result of Automotive Show 


Louisville, Ky., March 24—While sales 
made during the week of the thirteenth 
automotive show were about 50 per cent 
less than last year, according to con- 
servative estimates, they have increased 
since the close of the Louisville exhibi- 
tion and a genuine revival of trade is 
in progress. 

Dealers say that while the sales were 
not up to last year or even the previous 
year, yet they indicated very clearly an 
early return to normal conditions for all 
lines of business. 

“The number of prospects obtained 
through the agency of the automotive 
show is probably three times greater 
than has been true of other shows,” 
Prince Wells, president of the dealers’ 
association, says. “The dealers have 
enough business in sight to keep their 
sales organization busy for the next two 
months. The benefits of the show will 
be felt by the automobile trade in Louis- 
ville and the state for more than six 
months.” A general spirit of optimism 
prevails among Louisville dealers. 


Distribution Personnel for 
Durant Car Being Built Up 


New York, March 25—W. C. Durant 
expects to have completed by the last 
of this month the experimental cars 
which will be given thorough tests be- 
fore they are put in production by 
Durant Motors, Inc. No details regard- 
ing them have been made public but it 
is understood-there will be two models, 
the lower priced of which will sell at 
less than $1,000. 

While many cities are hoping they will 
get one of the Durant factories no state- 
ment in regard to locations has been 
made since the decision to locate one in 
Flint and another on the Pacific coast. 
Even the Flint site has not been settled 
upon. 

Durant Motors stock is now quoted on 
the curb market at around 20 and it is 
understood there will be another issue 
of 100,000 shares of no par value com- 
mon at $20 a share. Production and dis- 
tribution personnel are being built up. 
The latest announcement is that Roland 
T. Meacham of Cleveland has been ap- 
pointed Ohio representative. 


SALESMEN TO AID OF POOR 

Philadelphia, March 24—The Automo- 
bile Salesmen’s Association of Philadel- 
phia gave a dinner at the Arcadia. A 
free will purse was collected for an 
unfortunate family whose plight was 
brought before the members by the pres- 
ident of the association, H. K. Haukens. 
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Farmers Hear Announcement 
of Samson Price Reductions 
Banker Says There Has Been No 
Discrimination Against Buyers 
of Tractors 








ANESVILLE, Wis., March 28—Formal 

announcement of a 20 per cent reduc- 
tion in the price of the Samson Model M 
tractor, and 10 per cent in all power 
plows and harrows was made at a big 
Farmers’ Day demonstration at the 
works of the Samson Tractor Co., divi- 
sion of General Motors, in Janesville, 
Wis. More than 5,000 people, mostly 
farmers, were present. President James 
A. Craig, in announcing the reductions, 
which make the list price of the tractor 
$995 instead of $1,250, said: 


“The cost of production does not 
justify these reductions, but they are 
effected to meet the popular sentiment 
among farmers and dealers and to help 
bring conditions back to normal as 
rapidly as possible.” 

Ready Credit to Responsible Farmers 

During the day there were talks by 
bankers and business men. F. H. Jack- 
man, president of the Rock County Na- 
tional Bank of Janesville, said: “There 
has been a lot of loose talk about Janes 
ville banks mot lending money to farm- 
ers. I do not know of a single instance 
of a farmer in need of money being re- 
fused reasonable money credits. Any 
substantial farmer who needs money to 
buy tractors, implements or motor cars 
can get it at Janesville banks. There 
never have been any regulations put on 
the lending of money to farmers. We 
realize that banks are dependent upon 
farmers as well as business men and so 
much so to the former that we never 
have been inclined to discriminate 
against them.” 


Racine, Wis., March 25—A cut of ap- 
proximately 15 per cent has been made 
by the J. I. Case Plow Works Co., the 
reduction affecting tractors ‘and farm 
implements. The ‘cut has been made, 
according to the announcement of the 
company, to meet the demand of the 
farmer and to help in the readjustment 
of business. 





Rockford, Ill., March 24—The Emer- 
son-Brantingham Implement Co. has an- 
nounced a reduction of $150 on tractors 
and about 15 per cent on most other 
lines. 


INTERNATIONAL CUTS PRICES 

Chicago, March 24—Reductions in 
prices ranging from 10 to 15 per cent 
on most of its farm machinery and imple- 
ments have been made by the Interna- 
tional Harvester Co. List prices on three 
models of tractors have been cut $150, 
$200 and $350. The reductions apply to 
one-third of the number of machines 1n 
the company’s list, representing about 43 
per cent of the gross sales volume, 
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To Show Service Association 
Flat Rate System Advantages 


Member of Organization Who Has 
Adopted It Will Explain How 
Plan Works 


EW YORK, March 26—Henry M. 
Holt, a member of the Automo- 

tive Service Association of New York, 
will tell the other members at the April 
meeting of the association on April 7 at 
the headquarters of the Automobile 
Dealers’ Association how successful he 
has found the flat-rate system as applied 
to automobile repairing. He will show: 

How easily the system can be applied. 

How it will save money for the cus- 
tomer. 

How it will eliminate misunderstand- 
ing. f 

How it will make repair order ac- 
counting easy. 

How it will reduce complaints to a 
minimum. 

How it will increase the efficiency of 
the mechanics. 

Mr. Holt will have forms and records 
made up so that everyone will be able 
to gét a clear idea of the system. 


Will Give Shop Hints 

W. G. Gow, mechanical superintendent 
of the Studebaker service station, will 
tell of some of the short cuts and meth- 
ods he uses in servicing Studebaker cars. 
The method of testing piston rings will 
be explained and many of the tools and 
instruments he uses will be displayed. 
Frank A. Brown, director of service of 
the Manhattan Motors Corp., will tell of 
some of his experiences in servicing 
Selden trucks. His subject will deal 
mainly with the diagnosis and remedy of 
mechanical trouble and he will also tell 
of experiments he has conducted with 
Continental engines. 


New Laws Proposed Retard 
Truck Sales in California 


Los Angeles, March 19—Automotive 
sales conditions in this part of the coun- 
try are showing a pronounced improve- 
ment. Passenger car business is advanc- 
ing quite rapidly and truck sales likewise 
are showing increased activity. There is 
a certain backwardness shown by truck 
buyers, however, that is attributable to 
prospects of unfavorable legislation. 
Some bills now before the state legisla- 
ture would tax truck owners very heavily 
and until these are defeated, as it now 
seems they will be, these measures create 
sale resistance. 

A recapitulation of February registra- 
tions of passenger cars showns that some 
Los Angeles firms enjoyed the greatest 
business in their history. Reports from 
dealers state that March will show a 
pronounced improvement over February 
in almost all lines. 


ABANDON REVERE BOND PLAN 


Fort Wayne, March 25—An abandon- 
ment of the bond sale plan for the sav- 
ing of the Revere Motor Car Corp. of 
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Logansport, Ind., has been announced by 
the board of directors. A committee will 
be selected to draft a reorganization plan, 
it is said. Attorney M. L. Fansler of the 
company states that at least one member 
of the committee will be a resident of 
Logansport, another will probably repre- 
sent the Chicago interests, another the 
southern Indiana interests and another 
the eastern stockholders. 


No Pessimism at I Meeting of 
Buffalo Dealers and Salesmen 


Buffalo, March 26—Pessimism was 
lacking when more than 250 automobile 
dealers and salesmen of western New 
York were guests of the Automobile 
Dealers’ Association of Buffalo at a din- 
ner at the Hotel Iroquois. 

Albert Reeves, general manager of the 
National Automobile Chamber of Com- 
merce, was the principal speaker at the 
dinner. He declared the upward turn in 
the automobile industry has been reached 
and painted a highly optimistic piciuie 
of what the future holds. 

E. C. McDougal, president of the 
Marine Trust Co. of Buffalo, and Edward 
H. Baker, president of the dealers’ asso- 
ciaticn, also spoke optimistically of. the 
business outlook. 


Designer of Northway in New 


Company to Manufacture Car 


Boston, March 26—The Romer Motors 
Corp. has been organized by Albert J. 
Romer, designer of the Northway pas- 
senger car and formerly chief engineer 
of the Murray Motor Car Co. in associa- 
tion with Frank C. Gilbert, formerly of 
the Northway Motor Sales Corp. Offices 
have been opened at 43-57 Cornhill street 
in this city and a factory site of 16 
acres has been purchased at Danvers, 
Mass. 

Plans for a factory building are being 
prepared. The first unit will be a one 
story structure 100 ft. by 500 ft. De- 
signs have been completed for passenger 
car bodies and chassis and it is expected 
the first cars will be on the road by 
June 1. Romer has had a wide experi- 
ence in the automotive field. He served 
more than five years with the New De- 
parture Mfg. Co. and also with the S. 
K. F. Ball Bearing Co. Prior to that he 
was engineer for the U. S. Motors Corp. 
and the Bijur Motor Lighting Co. 





Parenti Factory Branch to 
Be Established in Atlanta 


Atlanta, March 26—A branch factory 
is to be established in Atlanta this year 
by the Parenti Motors Corp. of Buffalo, 
N. Y., according to T. T. West, distrib- 
uting agent for the company in the 
Southeast. 

The new plant, according to West, will 
be constructed in the fall and will prob- 
ably be one of the largest automobile 
manufacturing plants in the South. The 
factory was secured for Atlanta through 
the efforts of West and several Southern 
business men who are interested in 
Parenti sales in this section. 
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Continental Motors to Reach 
Normal Production in Month 


Production of Truck Manufacturers 
Shows Output Twice That of 
Last of 1920 


ETROIT, March 26—Steady improve- 

ment in the passenger car end of the 
automotive industry is demonstrated in 
the constantly increasing production at 
the Detroit plant of the Continental Mo- 
tors Corp. Officials said today the plant 
would be on a 70 per cent production 
basis April 1, and with the present up- 
ward trend continuing would reach nor- 
mal production within the next thirty 
days. 

While there has been no marked in- 
crease in production of truck engines at 
the Muskegon plant, that end, they say, 
is showing signs of improvement. With 
the start of roadway repair and construc- 
tion and building operations throughout 
the country during the next few weeks 
the demand for trucks is expected to take 
a spurt. Continental officials, however, 
do not look for greatly increased pro- 
duction in the truck end for sixty days. 

Renewed activity in the passenger car 
division, is not confined to any car or 
group of cars, but reflects conditions 
throughout the industry, officials say. It 
is significant that with the increased pro- 
duction Continental at present is employ- 
ing only about 45 per cent of the normal 
force. The normal mark insofar as 
production is concerned, the officials say, 
will be maintained with less than 75 per 
cent of the usual force. 





New York, March 26—Twenty-four 
truck manufacturers, whose production 
has just been checked up are making an 
average of 33 1/3 per cent of their nor- 
mal output, as compared with 16 2/3 per 
cent during the period when production 
was at its lowest ebb. The latter period 
in some cases dated back as far as 
August, and in others began in Decem- 
ber, but the average low month for these 
manufacturers was December. 

Most of these manufacturers expect 
the next step upward in production to 
be made in April, and while a good many 
state frankly that they don’t know how 
greatly production will be increased, sev- 
eral expect to reach 50 per cent of nor- 
mal and a few 75 per cent. The average 
forecast of these manufacturers for the 
latter part of 1921 is a production of 
between 50 per cent and 75 per cent of 
monthly averages early last year. All of 
these manufacturers report encouraging 
indications from the retail field of a de- 
cided improvement within 60 days. 


PARTY FOR NEWARK SERVICE MEN 

Newark, N. J., March 25—The Auto- 
motive Service Association of Newark 
has completed its program for a get- 
together party the evening of Saturday, 
April 16. Dinner will be served at 8 
o’clock, to be followed by dancing until 
1 a.m. Three or four cabaret numbers 
will be put on during the dinner, 
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‘Concerning Men You Know 














Gean B. Smith has been yg sales man- 
ager of the Hamper-Johnson Co., Milwaukee, dis- 
tributor of the Liberty Six in Wisconsin and 
Upper Michigan. 

C. V. Reser, formerly sales manager of the 
Purdy Motor Corp., Tulsa, Okla., has been ap- 
pointed division sales manager in the Texas ter- 
ritory for the Selden Truck Corp., with head- 
quarters at Houston. 


Robert W. Boyd has resigned his position as 
superintendent with the Goodyear Mills, Inc., 
New London, Conn., subsidiary of the Good- 
year Tire & Rubber Co., to accept a_ similar 
position with the Manhasset Mfg. Co. of Putnam, 
Conn., filling the vacancy due to the sudden 
death of A. D. Lown in December. 


George H. Strout, in addition to his work 
supervising the export business of the company, 
has been appointed manager of the eastern de- 
partment of the Apperson Bros. Automobile Co. 
of Kokomo, Ind., in charge of the territory com- 
prising the New England states, eastern New 

ork state and northern New Jersey. 


James C. Griven has recently joined the forces 
of the Miller Rubber Co. as special eastern 
representative with headquarters in New York. 

C. B. Amorous has resigned as Chicago branch 
manager of Hare’s Motors, Inc., to become asso- 
ciated with the manufacturers of the Daniels car, 
the Daniels Motor Car Co. at Reading, Pa. He 
will be succeeded by S. Norton, formerly 
special representative of Hare’s Motors, 


C. W. Lindley and C. I. Thompson, formerly 
with the Hartford branch of the Goodrich com- 
pany, have organized the Lindley Thompson Co., 

artford, Conn., and has assumed the northern 
Connecticut representation for the Federal tire. 
John L. Richards will have charge of the service 
department. 

F. C. Vanderhoof, formerly engaged in the 
automobile business in Philadelphia, has returned 
to the city as salesmanager of the Maxwell 
Chalmers Sales Corp. 


James T. Aubrey, western manager for the 
Cosmopolitan, with headquarters in Chicago, has 
been selected to succeed H. H, Holmes as ad- 
vertising manager of the Packard Motor Car 
Co., Detroit. 

Herman Alperin, formerly with Cyphers In- 
cubator Co., of Buffalo, has been made sales 
manager of the rehabitulated King Motor Car 
Co., purchased recently by C. A. Finnegan of 
Buffalo. 

H. Y. Grassi, who has been connected with 
the service department of the Republic Motor 
Truck Co. several years, has been made director 
ot the service of the Republic Truck Sales 
Corp., and will have complete charge of admin- 
istration of the company’s service system. 

James J. Harrington, of Cincinnati, has been 
appointed supervisor of all foreign branches of 
the Ford Motor Co. with headquarters in Lon- 
don, England, succeeding W. C. Anderson who 
resigned recently. : 

James L. Covert has been appointed wholesale 
representative for the Flexo department of the 
Hudson Motor Specialties Co. in Pennsylvania; 
H. W. Decius, in New York state; H. S. Nichol- 
son, in the New England states; and George F. 
neater in New York City, Newark and Brook- 
yn. 

C. B. Hayner, formerly general manager for 
H. W. Lancashire, distributor of Dodge cars at 
Toledo, has left for Fort Wayne, Ind., to take 
over the agency for the Dodge line there. 

H Little, Manchester, Ia., and H. F. Fox 
of Fairfax have incorporated the Oldsmobile Sales 
Co. at Cedar Rapids. 

W. R. Melcher, formerly eastern  representa- 
tive of the Gemco Manufacturing Co., has re- 
turned to the C. A. Shaler Co., Waupun, Wis., 
with whom he was associated during 1918-19 
and will act in the capacity of special jobbers’ 
service ‘representative. 

Ww. .. Holmes, advertising manager of the 
Packard Motor Car Co., Detroit, has resigned 
from that organization and will enter the adver- 
tising agency field April 1. 








Service Publications of 


Overland Under New Charge 


Toledo, March 26—The United States 
Advertising Corp. has been formed by 
Ward M. Canaday, formerly advertising 
manager of the Willys-Overland Co., the 
move indicating a further trend towards 
economy in the Overland administration. 
Practically the entire management of the 
Willys advertising staff goes over into 
the new company, which will handle the 
Overland contract and the Mather Spring 
Co.’s advertising. 

Mr. Canaday is president of the com- 
pany. He has been with the Willys- 
Overland company for five years. The 
company is capitalized at $50,000. It 
will have charge of Overland service 
publications as well as all advertising. 


Louis G. isk itis Head 
of Philadelphia Association 


Philadelphia, March 24—Louis G. 
Block was re-elected president of the 
Philadelphia Automobile Trade Associa- 
tion at the annual election of the organ- 
ization. Other officers were chosen as 
follows: Harry B. Harper, vice presi- 
dent; Walter G. Herbert, secretary, and 
J. E. Gobery, treasurer. The last men- 
tioned was re-elected. These members 
were added to the board of directors, 
three of them having served last year: 
A. E. Maltby, L. S. Bowers, W. Y. An- 
thony, J. R. Pierpont and James Sweeten. 


Annual reports submitted showed the 





association to be in prosperous condi- 
tion. A preliminary report was sub- 
mitted by L. S. Bowers, chairman of 
the committee on revision of by-laws, 
providing for enlarged activities of the 
association. This was extensively dis- 
cussed and referred to the committee 
for further consideration. 





Ottawa Dealers Become Part of 


Retail Merchants Association 


Ottawa, Ont., March 24—An automo- 
bile section of the Ottawa Retail Mer- 
chants’ Association has been formed in 
the city with W. H. McIntyre, of the 
Ottawa Car Mfg. Co., Ltd., as president; 
J. R. Dixon, Dixon’s Motors, Ottawa, 
Ltd., as first vice-president; S. C. Cooke, 
Cooke’s Tire Shop, secretary and A. G. 
Greenfield, Ottawa manager for the Im- 
perial Oil Co., Ltd., treasurer. 

This organization succeeds the Auto- 
motive Association which was doing good 
service but the dealers decided that bet- 
ter work would be accomplished in co- 
operation with the retail merchants as a 
section of their association. 

TO INDUCE EARLY BUYING 

New York, March 25—As a special in- 
ducement to prospective buyers to come 
into market at once, the Chevrolet Motor 
Car Co., has announced that a refund of 
from seventy to one hundred doilars 
will be made on its several models pro- 
viding sales between Jan. 1, and July 31 
equal the 50,000 production schedule 
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which the company has outlined for this 
period. List prices of the models and the 
amount of reduction under the proposed 
plan are: Roadster and touring car 
$795, refund $70; light delivery wagon 
$820, refund $70; chassis $770, refund 
$100; sedan $1375, refund $100. Aecord- 
ing to the announcement the refund rep- 
resents the savings in material prices 
under the present readjusted conditions 
which savings can be made provided 
Chevrolet factories continue to operate 
on estimated average quantity produc- 
tion basis. 


“Pageant of Progress” Meets 


Favor of Chicago Association 

Chicago, March 18—The Chicago Auto- 
mobile Trade Association has approved 
the automotive exhibit in the Pageant of 
Progress expositicn, which will be held 
on the Municipal Pier here from July 30 
to August 14. C. 8. Rieman of the Elgin 
Motor Car Co. is chairman of the auto- 
motive section. 

The exposition, which will be a busi- 
ness show, is for the purpose of stimu- 
lating trade and reducing unemployment. 
It is aimed to include the entire country. 


Patterson-Warner President 


Interested in Indicator Firm 
Grand Rapids, Mich., March 25—E. C. 
Patterson, president of the Patterson- 
Warner Co., of Chicago, has acquired a 
substantial interest in the Auto Indicator 
Co. of this city and has been made one 
of the directors in the company. The 
Chicago company was organized four 
years ago by Mr. Patterson and A. P. 
Warner of Beloit, Wis., originator of the 
Warner speedometer to manufacture and 
sell the Warner-Lenz, 


The capital stock has been increased to 
$1,500,000 which will provide for the com- 
pany being financed on a basis to handle 
the increased business of the company 
resulting from the sales and advertising 
policies shortly to be put into effect. The 
board of directors has been increased to 
seven, the additional member being C. B. 
Hamilton of the Brearly-Hamilton Co., of 
this city. The present officers of the 
company are Joseph Renihen, president; 
R. W. Brown, vice-president and V. I. 
Gilley, secretary-treasurer. 


NEW HEAD OF TRUCK MANAGERS 


Detroit, March 24—Don F. Whittaker, 
for a number of years identified with 
the motor truck industry, has been 
elected secretary of the National Asso- 
ciation of Motor Truck Sales Managers 
and has already assumed charge of the 
association affairs at headquarters in 
this city. Homer Hilton, who has been 
managing director of the association, is 
taking up his new connections as vice 
president and general sales manager of 
the Winther Motor Truck Co. The next 
director’s meeting of the organization 
will be held here on March 25 at which 
time definite action will be taken toward 
the furthering of plans for 1921 under 
Mr. Whittaker’s direction, 
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Denver Show as Evidence of 
Dealer’s Faith in Industry 





Marked Improvement in Motor Car 
Sales Business Follows lowa 
Annual Exhibit 





ENVER, March 25—The annual auto- 

mobile show under the auspices of 
the Denver Automotive Trades’ Associa- 
tion will be held in the local auditorium 
April 4 to 9 and will endeavor to achieve 
its triumphs of former years. Thirty-two 
automobile distributors and dealers and 
thirty automotive accessory dealers will 
participate. There will be no motor 
trucks displayed because of the limita- 
tions of space, this plan meeting with 
the approval of the truck dealers who 
may hold a show or public demonstra- 
tion of a-practical nature later in the 
year. 

For many reasons the show this year 
will be perhaps the most important and 
will certainiy be the most significant 
automotive display ever presented to the 
Denver public. The automobile industry 
of this city has just emerged from a seri- 
ous business depression and is regarded 
to have passed a crisis. But the mem- 
bers of the automotive industry here are 
thorough optimists and the show will re- 
flect their unshaken faith in the stability 
of the industry and confidence in the 
future of business enterprise in the city 
and state. 

Des Moines, March 26—Conditions in 
the motor car sales business of Iowa 
have shown a marked improvement dur- 
ing the month of March and particularly 
since the Des Moines show. Business for 
the past few days has been slightly off 
again by reason of cold, inclement 
weather which did not augur well for 
sales, but taking the first twenty-five 
days of March as a’ whole it is the best 
period of a similar length in six months. 
Of course there is the natural reason of 
the approach of the buying season to be 
taken into consideration but regardless 
of this the condition is much more en- 
couraging. 

One Des Moines distributor reports 
more sales the first fifteen days of 
March than during the entire months of 
January and February. A distributor of 
a well known low priced car reports 
seventy-six sales in Des Moines alone up 
to March 23. 


Many Cars Sold to Farmers at 
Show Held in Coal Field Center 


Fairmont, W. Va., March 24—In the 
tabernacle where Billy Sunday had 
preached the gospel to thousands and 
where in a free will offering the people 
had given $30,000 to the evangelist, was 
held Fairmon’t first annual automobile 
show. 

Although the center of the one of the 
world’s greatest coal fields, a feature of 
the show was the interest taken by farm- 
ers, the number of sales to them of both 
passenger cars and tractors and of the 
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inquiries denoting more sales within a 
short time. 

Fairmont, besides being the center of 
a great coal field, is a city of large in- 
dustries. There are many here who can 
afford fine cars, and there were many 
fine cars sold during the show. Fair- 
mont and the entourage made the show 
one big family affair, all apparently de- 
siring to make it a huge success, and 
they accomplished that very thing. 
Dealers are jubilant, declaring the in- 
terest manifested presages Fairmont’s 
greatest automobile year. 

Six thousand persons were present on 
the opening day and close to 50,000 at- 








Ohio Shows Upward 
Trend in Truck Sales 


D ETROIT, March 25 — Commerce 
Motor Car Co. officials in a 
statement issued this week furnished 
concrete evidence of the upward 
trend in the truck industry by an- 
nouncement that one road man had 
brought in this week orders for 30 
trucks from Ohio territory including 
13 from Cleveland, 9 from Columbus 
and 6 from Toledo. 

Production schedules at the factory 
have been readjusted to conform to 
the larger demand and prospects of 
improvement that will continue until 
a pre-war normal output is produced 
confidently is expected by company 
officials. 








tended the show during the four days. 
There were $300,000 worth of cars dis- 
played. This included 53 passenger cars, 
five trucks and three tractors. 

The show was given under the auspices 
of the Fairmont Automotive Association. 


EMPLOYEES DEFRAUD FORD 

Detroit, March 25—By manipulation of 
purchase slips, employees of the Ford 
Motor Co. stores in Highland Park have 
defrauded that company of approximate- 
ly $30,000 according to statement of 
officials following the arrest of three 
former clerks. Each purchaser was 
given a slip on which was recorded the 
article purchased and price, and by sub- 
stitution of the slips on which only a 
portion of the various orders’ were 
entered, the fraud was made possible, 
officials say. 

NEW TRUCK FOR INDEPENDENT 

Youngstown, March 25—The Independ- 
ent Motor Truck Co. announces that it 
will get into production soon on a 3% 
ton vehicle which has passed all tests 
satisfactorily. The company has been in 
process of developmeni for three years 
and now has a capitalization of $1,000,- 
000. A recent combination has given it 
control of two truck body factories and 
it is expected other units will be added 
in the near future. It is understood that 
a light delivery truck to sell around 
$1,500 will bé put out in the spring. 
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Services of Norval A. Hawkins 
Are Secured by General Motors 


Former Ford Executive Becomes 
Member of Newly Created 
Advisory Board 


ETROIT, March 23—Norval A. Haw- 
kins, formerly general sales man- 
ager for the Ford Motor Co., will join 
the General Motors Corp. on April 1 and 
will be a member of the advisory staff, 
located at Detroit, handling subjects per- . 
taining to sales, advertising and service. 
Hawkins is one of the most widely 
known sales executives in the industry 
and the success of the Ford company in 
its early days is regarded as due in large 
measure to his efforts. Since leaving the 
Ford company he has devoted his time to 
several enterprises and now is head of 
Hawkins, Gies & Co., accountants, with 
offices here. Rumors about Hawkins’ 
future activities have been numerous in 
the last few months. They have con- 
nected him with General Motors, the new 
W. C. Durant enterprise and the new 
venture of F. L. Klingensmith. 


The fact that General Motors has cre- 
ated an advisory staff is almost as inter- 
esting as the appointment of Hawkins. 
The advisory staff is much the same as 
the cabinet of the president of the United 
States. Its membership includes A. B. C. 
Hardy, who is advisory director of pur- 
chases, and C. F. Kettenring, who serves 
in an engineering advisory capacity at 
the Dayton research laboratory and also 
is director of factory layout and power 
plant maintenance. 








No Change in Personnel 


Neither Hawkins nor any of the other 
advisors is in any way directly concerned 
with the functioning of particular de- 
partments in various plants. They 
simply will work out general policies 
for recommendation to the plants and 
will serve as a medium through whom 
general contact can be maintained with 
all the units of the great corporation. 
Each advisor will be supreme in his 
field and will be the man for plant 
executives in his particular department 
to approach for advice, suggestions or 
investigations. Creation of the advisory 
staff will involve no change whatever in 
personnel or policies at the individual 
plants. 

This method of administration is pat- 
terned after that in use in the duPont 
organization and is similar to that em- 
ployed in the army. It was brought to 
General Motors by Pierre S. duPont 
when he became president. 

Since the retirement of Hawkins from 
the Ford organization there has been 
much speculation as to his future con- 
nections because it was assumed he 
would remain in the automotive indus- 
try. He opened a set of books for Ford 
in 1903 and for three years served as 
auditor. He then became sales manager 
and continued in that capacity for 12 
years until January, 1919. 
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Longitudinal section through Gray-Beall engine show- 
ing combustion space and general layout of crank- 


shaft, camshaft and auxiliary parts 
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Transverse section through new Gray-Beall overhead 
valve engine showing operation of valves and oiling 


system 


New Overhead Valve Engine Produced 


Known as the Gray-Beall and Will Be Manufactured at 
Detroit—Designed to Facilitate Maintenance 


NEW overhead valve, 3% by 5, four- 
A cylinder engine for the general 

trade is just about to be produced 
by the Gray Motor Corp., Detroit. This 
engine, known as the Gray-Beall, is 
named from the combination of the Gray 
Motor interests with F S. Beall, former- 
ly vice-president of production at the 
Packard company. It is this engine 
which will be incorporated in the car to 
be produced by this same concern, with 
which F. L. Klingensmith, formerly vice- 
president of the Ford Motor Co., has 
associated himself. 

The engine is a block cast unit with 
the cylinders cast integrally with the 
upper half of the crankcase. It has a 
detachable cylinder head and an over- 
head valve arrangement operated from 
rocker arms from the camshaft located 
in the crankcase. 

The cylinders are grey iron castings 
and by means of the detachable head 
system it is possible to completely ma- 
chine the combustion chamber faces, 
having them all alike in dimensions and 
finish. The cylinders are accepted on 
a scleroscope basis of 38, after .anneal- 
ing. This is rather hard for cylinder 
metal, but is utilized on account of the 
extra endurance of the motor after it 





has been machined to finish dimensions. 
The cylinder head is of the same iron 
as the cylinders and fastened to the 
block by 13 heat-treated cap screws. 

Each push rod is enclosed in an indi- 
vidual steel tube connecting the tappet 
guide with the cylinder head and cap 
enclosure, thus providing a dust-proof 
valve mechanism. 


TWO TYPES OF COOLING PROVIDED 
FOR 


Lubrication is by pressure feed. The 
oil pump is located under the oil level 
in the pan and is supported in the crank- 
case above by a removable shaft and 
housing. After passing through the 
screen and pump, the oil is forced up 
in the pump shaft housing and is con- 
ducted to the crankshaft and camshaft 
bearings through drilled holes and cast- 
in steel pipes. There are no copper 
pipes or oil connections used at any 
point. It is not necessary to unfasten 
or remove any connections in taking 
out the oil pump. The oil is also forced 
to the three helical timing gears and 
to each of the connecting rod troughs 
in the splash pan. These are of spe- 
cial design, so arranged as to prevent 


the oil from splashing out laterally and 
also to keep the trough from emptying 
itself when the motor is severely jolted 
while passing over a bump or running 
on an incline. The oil level in these 
remains constant when the engine is in- 
clined, so that it is possible to install 
the engine for a straight line drive with- 
out interfering with the lubricating sys- 
tem. 

An effort has been made to make the 
engine universal as far as possible. In 
working this out, the timing gear cover 
is so fitted that it may be removed with- 
out disturbing the front engine supports. 
The dimensions of the bell housings are 
in accordance with the standard S. A. E. 
No.3. The oil pan can: be removed 
quickly and easily without disturbing the 
front end supports, and it is possible 
to either have thermo-syphon or pump 
water circulation. Ordinarily, thermo- 
syphon is provided, but provision has 
been made for the installation of a cen- 
trifugal water pump. The oil pump 
shaft has been extended and a mounting 
provided in such a way that a governor 
or distributer may be mounted on the 
side of the cylinder block without inter- 
fering with any other accessories. 
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Le Roi Power Unit for All-Purpose Use on Farm 


ASOLINE engines of the stationary 

type have been quite common around 
the farm for many years but a self-con- 
tained power unit like the one shown on 
this page is something quite new. It is 
called the LeRoi Power Unit and is made 
by the LeRoi Co., Milwaukee, Wis. It 
is an all-purpose plant and practically 
can be applied to any kind of belt work 
up to 15 hp. This plant has a tractor type 
engine, with the familiar automobile type 
controls. There are two 10-in. pulleys, 
one for direct, the other for right-angle 
drive. The complete outfit weights 850 
lbs. 


The outfit comes complete ready to 
run and the parts are so protected that 
it can stand out in any kind of weather 
without additional equipment or shelter. 
The equipment includes a magneto with 
impulse coupling, carbureter, air-cleaner, 
fuel tank, speed governor, clutch, two 
belt pulleys mounted on anti-friction 
bearings, radiator and fan. The outfit 
can be moved from place to place by 
dragging it on the skids or by the use 
of pinch bars. Besides being useful on 
the farm the power unit is said to be 
especially suited to the needs of con- 
tractors and industrial plants needing an 
engine of 15 hp. on the belt pulley. 


New Light-weight Car Is 


Named “Scootamobile” 


One of the entirely new things to make 
its bow to the public at the Boston auto- 
mobile show is the “Scootamobile,” a 
two passenger automobile the total 
weight of which is under 150 lb. It is 
claimed it will have a maximum speed of 
30 m.p.h.; will travel 75 miles on a gallon 
of gasoline; will seat two people side 
by side and will be completely housed 
in for protection in all weather. 

The little car which is a radical 
departure from the conventional, was 
designed by C. H. Martin, president of 
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the Martin Rocking Fifth Wheel Co., of 
Springfield, Mass., in conjunction with E. 
R. Gurney, consulting engineer. 

The designers say the car is made 
almost entirely of aluminum-alloy and 




























Two views of the ““Scootamobile,” 


recently developed. 
passengers and weighs less than 150 lbs. 
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It has capacity for two 





magnesium metal; has a 5 hp. opposed 
engine and sliding gear transmission; 
has no universal joints or differential. 
Every possible ounce that could be 
spared has been taken out, yet it is 
amply strong to withstand all kinds of 
road shocks. The wheel arrangement 
and spring suspension are such that it 
will ride as comfortably as a heavy, 
expensive car. 

The parking problem and garaging 
problem is getting serious. This machine 
is made narrow enough to be pushed 
through an ordinary doorway and can 
be parked in the office or in the front 
hall. 

Mr. Martin says: “Although it will 
not be ready for the market for some 
time, we are suggesting it for the pur- 
pose of inviting criticism and sugges- 
tions from dealers and users. Before 
offering it to the public we propose sub- 
jecting it to months of gruelling tests. 
We cannot yet determine just what the 
selling price will be, but because of the 
cost of the material of which it is made— 
from 90 cents to $2 a pound—it will 
probably be the highest priced automo- 
bile for its weight in the country.” 
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BETTER PiUSINESS 


Conducted by RayW. Sherman 


How a Dealer Secured Eighteen 
Prospects 


VERYBODY knows that almost every 

man cne meets on the streets knows of 
someone who is thinking of buying a 
car. The process may have gone no 
further than mere “thinking” but a good 
salesman may assist that process a step 
further along. Holmes Simons, handling 
Chalmers cars in Columbia, S. C., knew 
that—knew that many of his friends 
knew of other folk who are considering 
purchasing cars. 

So he thought of finding out the 
names of those prospects and here is 
what he did. He got down the city direc- 
tory, went through it carefully and 
picked out the names of 183 men whom 
he could call friends. Then he wrote a 
letter to each of these friends as fol- 
lows: 


“Pass the Information 


“A man’s friends are one of his most 
valuable assets and the brighter times 
which are now before us is the time 
to use all of his assets, energy and 
strength and go to it and get his wheels 
turning for better and bigger business. 

“How often have you had a friend ask 
you where to buy a certain article? 
Many times and you referred the ques- 
tioner to a friend. How many times 
have you had a friend come to you and 
say ‘If you go to see John Doe you can 
do business with him.’ You went and 
you did business and this business 
brought you more. This has been my 
policy always and recently I have kept 
a keen ear for just such information 
and passed it along to some friend. Now, 
I know you have heard several friends 
say that they are going to buy an auto- 
mobile; it may not be just now, but later, 
and it matters not what make he speci- 
fies—all I want is his name. So write 
the names of those whom you have heard 
say this on the margin of this letter and 
return it to me. 


“This letter is written to you by a 
friend and deserves a reply and the 
information given will be kept confiden- 
tial as any friend would do. 

“Thanks in advance. I will do the 
same for you.” 

While many of the replies were to the 
effect that the writer knew of no im- 
mediate prospects practically every an- 
swer said “We'll keep you in mind.” 


The names of eighteen prospects were 
obtained through the letters. 

In addition to the written replies Mr. 
Simons has had many persons stop him 
on the street and tell him they were 
holding his letter until they heard of 
some prospect. 


Association Fixes Price 


of Used Car 


Members of the Saginaw Automobile 
Dealers’ Association are pursuing a 
unique method in handling the used car 
problem. The system is based on an 
agreement between the members and 
during the course of five years is said 
to have operated most successfully. Each 
member carries in his pocket a small 
loose-leaf book in which is contained 
each dealer’s valuation of every model of 
the particular car he handles extending 
back a period of five years. These values 
are arrived at through actual experience, 








Your Good Ideas— 
Are They Working? 


O NE idea in your own mind is one 


idea. That same idea given to 
other men through the Better Busi- 
ness Department of Motor Age be- 
comes thousands of ideas. 

Ideas help us all. They are the be- 
ginning of money-making plans. The 
smallest good thought may lead to a 
big result. Just as you are getting the 
good ideas of others through this 
department, give them a chance to 
get square with vou by using one of 
yours. For the trouble of writing the 
idea Motor Age will send you ONE 
DOLLAR. 








and are the maximum allowance. It is 
stipulated, of course, the car must be 
equipped with good tires and must be 
in good condition. Every dealer makes 
duplicate copies of the valuations of his 
cars in sufficient number to supply every 
other dealer with a copy, thereby giving 


them at hand at all times accurate in- 
formation as to the value of every car 
offered for sale or in exchange. 

The association members gather for 
noon luncheon each Monday and discuss 
business affairs. At these functions— 
attendance at which is  obligatory— 
rumors and reports of deviation in the 
matter of used car values are taken up. 
While there is no possibility of penaliz- 
ing a dealer who sees fit to disregard the 
values fixed, fear of the unpleasantness 
that would accrue from such action ap- 
parently has been sufficient to prompt 
strict adherence to the fixed value. At 
any rate, only one case has developed 
in five years according to J. J. Tompkins, 
president of the Saginaw association. 


The Dealer Should Enter 
Into Every Sale 


When a dealer has a number of sales- 
men and where the customer during the 
progress of a deal does not come in con- 
tact. with the dealer himself, it would be 
good policy for the dealer, at the con- 
clusion of the sale, to make a point of 
greeting the customer and telling him 
that his trade is appreciated and that he 
will get the right sort of service, etc. 
To do this would give the right personal 
touch to the affair and make the customer 
feel more warmly toward the dealer. It 
should be remembered always that the 
customer will some day be in the market 
for another car and when the deal for 
one car is being closed, the way can be 
paved for selling the customer another 
car later on. A personal word from the 
dealer would help to clinch the cus- 
tomer’s future business. 


Making Letterheads Give 
Sales Talks 


Make use of your letter heads to get 
over the biggest possible sales punch. 
Don’t merely state on your letter heads 
that you are a dealer in So-and-So cars. 
Have a list of recent customers printed 
on the margin of the letter head. This 
will add greatly to the interest taken by 
the receipient of your letters in the letter 
head and will help to boost your busi- 
ness. And keep your letter heads snappy 
and up to date by changing the list every 
two or three months and by also print- 
ing on the letter head some _ snappy, 
timely, little sales talks such as these: 
“C. R. Smith, 234 A street, has driven 
one of our cars 10,000 miles withoui a 
tire change. These cars are the easiest 
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on tires of any on the market.” “Mrs. 
Noah Brown is touring to the coast in a 
car purchased from us_ She writes: 
‘Not a single bit of trouble so far.’ Wise 
motorists purchase the cars we sell.” 


Why Not Use Fathers’ 
Day to Help Trade? 


Fathers’ Day comes this year on Sun- 
day, June 5, and it would be appropriate 
and good business for the automobile 
dealer to suggest that sons and wives and 
daughters do something worth while for 
Dad on this day by purchasing a needy 
accessory for his car and giving it to 
him in observance of the event. As a 
general thing Father not only purchases 
the car but bears the entire burden of 
up-keep, purchase of accessories and so 
on, so it would be an especially fine thing 
for the members of his family to observe 
Fathers’ Day in this way. Do some ad- 
vertising along this line. Such ads 
would make folks talk and that, alone, 
would be a good thing for business. 


Work Your Own Block 


For Prospects 


It isn’t always necessary to go far 
away from home for good prospects. Of 
course there may be a good prospect way 
on the other side of the city, but why 
not first do some intensive selling right 
at home? For instance, how many auto- 
mobile salesmen know how many folks 
on their own block are the possessors 
of cars? Why not take an automobile 
census of your own block and then try 
to sell cars to those folks near your 
home who do not have cars? It would 
be the easiest sort of proposition to talk 
to such folks and to tell them about 
their neighbors who have cars and so 
on. And after the home block had been 
worked there are a number of other 
blocks nearby which might also be fruit- 
fully canvassed. 


A Suggestion System That 
Might Be Followed 


The Franklin Automobile Co., Syra- 
cuse, has inaugurated a Suggestion Sys- 
tem at its factory which might be fol- 
lowed to advantage in service stations. 
It is offering $3,000 in prizes, ranging 
from $3 to $400, for accepted suggestions 
having to do with one or more of the 
following subjects. 

1—Improving the quality of work. 

2—Decreasing the cost of production 
by new methods of manufacturing with- 
out decreasing the daily wage or lower- 
ing quality. 

3—Eliminating unnecessary work or 
work which is duplicated. 

4—Better plans for shop work. 

5—Increasing sales. 

6—Using cheaper operations to ac- 
complish the same results. 

The plan which can be participated in 
by the factory employees will cover a 
period of six months. Every suggestion 
made by an employee will be entered on 
his record card and will form a perma- 
nent part of his record with the company. 
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Comparison Proves Economy of the Motor Car 


At the Grand Rapids, Mich. automobile show which has just ended, the Grand 
Rapids Overland Co. set out to prove that the price of transportation today is not 


by any means as high as it was twenty-five years ago. 


It equipped a horse-drawn 


Victoria, which was fashionable a quarter cf a century ago, hitched a team of 
papier-mache horses to it with a good looking set of harness, etc., and put it on 
one side of a large balance scale. On the other side of the scale it placed a Willys- 
Knight touring car, which it handles, with nickel-plated disk wheels, etc., and 
across the walking beam of the scale asked this question—lIs the price of trans- 
portation high to-day? On the upright it printed this sign—Which do you prefer? 
—this (with an arrow pointing toward the touring car) without any limitations. A 
sign on each of the vehicles iternized the different parts of the equipment 


The frequency of these suggestions and 
their value will have considerable bear- 
ing.on promotions throughout the plant. 


Wiring Diagram Display 
With Explanation 


Many service station owners have in- 
vested considerable money in wiring 
diagrams in order that the workmen 
might be able to locate electrical trouble 
quickly. Oftimes in the same community 
owners are complaining about bills that 
were run up to a high figure by some 
shop where diagrams were not used and 
half the time is usually spent studying 
out the system. Why not put the 
diagrams in the window for a week and 
explain their use by means of some well 
written cards? A service letter in which 
the. dealer went to the trouble to look 
up the make of electrical system each 
user had and that assured him they were 
properly equipped to do his work would 
no doubt get business. 


A Tire Cover Message 


The Hartford Roe distributor, Russell 
P. Taber, Inc., makes use of a tire cover 
on the back of the demonstrating cars 
which reads, “Standardize on Reo.” 


Representative Man in 


Each Town a “Dealer” 


The Columbus branch of the Mack 
International Truck Corp., which is in 
charge of Y. B. Jones, has devised a plan 
to stimulate the selling of motor trucks 
in the smaller towns and rural com- 
munities of central Ohio. The plan is 
to sell a representative man in some 
community a truck with a small initial 
payment, taking a mortgage on the 


vehicie for the balance and carrying fire 
insurance for the purchaser. In that 
way the purchaser can show a truck to 
his neighbors and act as dealer without 
having a large investment in the busi- 
ness. This plan has proven successful 
and a number of deals have been traced 
to it. Thus is the financing done by 
the manufacturer in order to stimulate 
business in sections where the truck has 
not been selling briskly. 


Something About Tractor 
Demonstrations 


If you are a tractor distributor, stage 
two demonstrations this year and boost 
your sales. Stage the first demonstra- 
tion for farmers in your vicinity and see 
that the affair is well advertised and that 
it is held at a time when the farmers 
can attend, and see to it, also, that there 
are other attractions beside the demon- 
stration to bring the farmers out. A 
farm light and power distributor might 
cooperate with you in putting on a dem- 
onstration of his product; a distributor 
of phonographs might be willing to ren- 
der music for the occasion; a city res- 
taurant catering to the farm trade might 
serve the eats, and so on. 

Such an affair might be made a big 
thing and would be a splendid thing for 
sales. Then for your second demon- 
stration stage an affair which will in- 
terest all city folks who might have use 
for your tractors and which would also 
interest all other possible users outside 
of the farmers. Make a big thing of this 
demonstration, too, in some such coop- 
eration way as that suggested above. 
Such demonstrations would cost but lit- 
tle, would make a big flash with pros- 
pects and would probably hetp business 
immensely. 
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Planning aud Building Problems 


CONDUCTED BY TOM WILDER 


They Have Capitalized the Value of a Corner 


[a8 
a9 








Sterling Place, Brooklyn. 


Here the designer was not content 


Here are two buildings which drive home with emphasis the 
point MOTOR AGE made recently in a story called The Value 
of a Corner. The Cadillac building just completed at a cost of 
$225,000 by the N. W. Cadillac Co., is especially blessed with 
corners but it is the large, round, bay window effect where a 
display of cars may be seen from two angles for a considerable 


with playing up the first floor corner but extended it to a 
second floor showroom. These are both especially good exam- 
ples of corner treatment, the Studebaker especially with its 
rounded plate glass measuring 14 ft. by 22 ft. bringing the 
contents of the showroom right out to the observer. Another 
clever device here is placing the clock where it doesn’t in the 


distance to which we want to draw attention. 
ing is the new home of the Studebaker at Bedford Avenue and 


Adding’ Second Story 
NO. 321 


I am going to build another story to 
my present garage, making a self-sup- 
porting concrete floor, and would like 
some plans. 

The shop will be upstairs and the paint 
shop also. Arrange for an accessory de- 
partment not too large, general office, 
private office, stockroom, including parts 
and tires, battery and tire repair room 
and wash rack. The elevator shaft pit is 
being used as a wash rack now.—Swinson 
Buick Agency, Pratt, Kan. 


If you have the Winter Service issue 
of Moror Ace, Nov. 4, look up the insert 


The other build- 


in that issue. This, we think, is the best 
layout we have ever made and as the 
width is‘right you should be able to 
use it. 

We have made another layout which 
you may like better. The elevator loca- 
tion is better in our plan than the loca- 
tion you suggest since it is possible to 
take cars direct to the shop without any 
interference with the garage. In the 
location you suggest the elevator ex- 
tends into the aisle so far that space 
must be left in front of it in order to 
get cars on and off. 

Of course, the location we suggest is 


least interfere with show windows but draws the gaze of pass- 
ers-by to the extent of thousands per day. 


as bad when entered from within but 
if the lower floor is used for garage pur- 
poses most of the traffic to the second 
floor will be from without. The second 
floor approach in this layout is very 
good, the only waste space on the floor 
being immediately in front of the ele- 
vator. 

You speak of a self-supporting con- 
crete floor. We presume you mean one 
resting on columns as we have shown. 
A concrete. floor for a 50 ft. clear span 
would be too massive to be practical 
while the columns spaced just far 
enough apart to allow storage of three 
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Lageie of Equipment with Overhead Track 
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cars between would cause very little 
inconvenience when parking cars. 

You have not given exact positions of 
windows, etc., so we could not definitely 








Pe 3 oe 





locate them, but the plan would work 
just as well. The upper floor is sup- 
posed to be trussed leaving an absolutely 
clear floor for movement of cars. 
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Apartment Over Garage 
NO. 323 


Please give suggestions as to the best 
way to utilize our lot. We expect to 
erect a two story building to be used as 
a garage, storage, filling station, show- 
room for four cars and service station. 
The -showroom is to be used for office 
and rest room, and upstairs will be used 
for a dwelling house and apartment. We 
would like to use hollow tile or concrete 
block with white stucco. This is a com- 
bined business and resident district, and 
an unusually attractive location.—Florida 
Reader. 


There are two disadvantages in build- 
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ing a second floor over a garage. First 
it is necessary to place a system of col- 
umns to support the upper floor and 
second, it is necessary to locate the de- 
partments which need light around the 
outside, adjacent to windows, as the sec- 
ond floor shuts off all possibility of sky- 
lights. 


You will note that we have the garage 
and stockroom filling the central part of 
the building. These departments need 
no light though of course, light is always 
beneficial. In order to throw the light 
as far back from the windows as pos- 
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sible make the windows very high stop- 
ping only when the ceiling is reached. 
Columns will not cause any serious 
trouble if they are spaced about as we 
have shown so that cars may stand be- 
tween them without loss of space. 


Building with Portland 


Cement 


Cement is one of the most common 
materials used in the construction of the 
garage. The foundation and floors are 
cement concrete, the bricks laid in ce- 
ment mortar, the columns, beams and 
upper floors are reinforced cement con- 
crete, and the roof is cement concrete, 
waterproofed with a.coating of tar. 

It produces a building that is fireproof 
and which nothing short of an earth- 
quake can disturb. Sound-proof, vibra- 
tionless and sanitary, such buildings 
have practically no depreciation, except 
that from changing styles and demands 
and very little upkeep. 

Portland Cement has now acquired 
such a standard form that little need 
be said as to the brand one uses except 
to see that it is fresh and fine ground 
to a soft, velvety powder containing no 
perceptible grit when rubbed between the 
fingers. If the bags contain lumps, it 
is either old or has been exposed to ex- 
cessive. moisture. The lumps should be 
screened out and discarded, unless the 
whole bag is rejected, and the portion 
kept used in greater proportion. 

Cement is a very complicated com- 
pound. It was first made in England 
from a natural rock and gets its name 
from the similarity in appearance of this 
material and rock quarried on the island 
of Portland. Its principal chemical parts 
are lime, silica, iron, alumina, magne- 
sium, and a number of others that are 
not important. From whatever source 
the ingredients, namely, cement, rock, 
marl, clay, silica sand, blast furnace slag, 
etc., are obtained, they are ultimately 
pulverized. together in the right propor- 
tions and burned to clinker in rotary fur- 
naces. The clinker is then crushed, 
ground to impalpable powder in ball or 
tube mills, bagged or barreled, and is 
then ready for use. 


Cement varies in shade from pure 
white to dark gray and through all the 
color tints. The pure white is the most 
expensive, calling for very careful prep- 
aration from pure materials, the impuri- 
ties being made responsible for the col- 
ors, though it is also a fact that the 
darker cements are stronger than the 
pure white. 


For mortar, cement is usually mixed 
into lime mortar, the lime improving the 
cement in working qualities. One part 
cement to two of sand makes a fine, 
strong, hard setting mortar. One part 
cement to-three of sand will set hard, 
but takes longer and is hard to work, 
being too short. 


Theoretically one should test his sand 
to discover the percentage of open space 
or voids and add this percentage of ce- 
ment to the mixture. Clean, sharp sand, 
free from much fine dust or clay, should 
always be used for good result. ° 
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(uestions and Nuswers 


CONDUCTED BY ROY E. BERG 
Technical Editor, Motor Age 


Method of Adjusting Ford Valves 


—What clearance is allowed in fitting 

QO new positions in Ford block, old and 
new? 

2—What is formula or rule for adjust- 
ing valves on a Ford, after grinding, to 
piston travel? 

3—What is the correct gap allowed in 
fitting piston rings? 

4—What is the method of correctly 
timing Ford valves? We have one which 
is not marked with factory marks and 
we do not agree regarding the timing. 
—G. L. Turner, McTwiggan, Mont. 

1—The piston clearance ‘allowable is 
dependent to a great extent upon the 
kind of pistons used. If the De Luxe 
lightweight piston is used the recom- 
mended clearance is .003 in all cases. 
With cast iron pistons it is usual to allow 
.003 clearance per in. of cylinder for 
the head of the piston, .002 per in. of 
bore immediately below the head and 
.001 per in. at the bottom end of the 
piston. In some cases pistons are 
tapered from the head down toward the 
bottom end; in others they are made 
smaller in laps or lands until the piston 
rings have been passed and then the 
skirt is tapered. The clearance gener- 
ally used when fitting aluminum pistons 
is .005 per in. of bore at the top land 
and .002 per in. of bore at the top of 
the piston skirt, and the clearances of 
the several lands are between these two 
values, while the lower end of the skirt 
is .0015 per in. of bore. 

2—When all the valves have been 
properly ground the engine should be 
checked by timing. On a new engine, 
the valves in No. 1 cylinder may be 
checked by piston travel and the rest of 
the valves checked by the gap between 
their stems and push rods. This gap 
should be between .002 and .003, the dis- 


Fig. |—Diagram showing the method 
of determining when the valves open 
and close 
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The Readers’ Clearing House 


HIS department is conducted to 

assist Dealers, Service Stations, 
Garagemen and their Mechanics in 
the solution of their repair and serv- 
ice problems. 

In addressing this department read- 
ers are requested to give the firm 
name and address. Also state whether 
a permanent file of MOTOR AGE. 
is kept, for many times inquiries of 
an identical nature have been asked 
by someone else and these are an- 
swered by reference to previous 
issues. MOTOR AGE reserves the 
right to answer the query by personal 
letter or through these columns. 
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tance being measured with a feeler. On 
old engines the valve push rods become 
worn in the center, due to the continual 
tapping against the valve stem. If the 
engine was timed by the gap alone, it 
might be considerably out of time, as 
the feelers would bridge the actual point 
of contact on the push rod. Refer to 
Fig. 2. All valves on a worn engine 
should be timed by piston travel. One 
may tell if the push rods are worn by 
removing the springs and feeling the 
top of the push rod. The method of ac- 
curate valve timing of the Model T Ford 
engine is by the piston travel. The 
measurements are as follows: 

Previous to 1813 model: 

Exhaust opens % in. before bottom 
center. 

Exhaust closes 1-64 in. past top center. 

Intake opens 7-64 in. past top center. 

Intake closes % in. past bottom center. 

Later than 1913 model: 

Exhaust open 5-16 in. before bottom 
center. 

Exhaust closes top center. 

Intake opens 1-16 in. past top center. 

Intake closes 9-16 in. past bottom 
center. 

The piston of the cylinder being timed 
is first brought to top center (the high- 
est point to which piston rises). A scale 
is then laid across the piston and the 
distance from this scale to the top of 
the cylinder is measured. The engine 
is then turned to bottom center and the 
distance from the piston to the top of 
the cylinder block is measured again. 


This is the “bottom center.” For exam- 
ple, the top center is 5-16 in. above the 
face of the cylinder block, and the bot- 
tom center is 4 5-16 in—3 11-16 in. be- 
low the face of the cylinder block. Ona 
1913 engine the exhaust opens at a point 
3 11-16 in.—5-16 in. equals 3% in. below 
the face of the cylinder block on the 
downstroke of the piston, the crankshaft 
turning in the direction of rotation of 
the engine, and closes on top center. 
The inlet opens 5-16 in.—1-16 in. equals 
4-16 in. equals 1-4 in. above the face of 
the cylinder block on the downstroke, 
and closes 3 11-16 in.—9-16 in. equals 
3 2-16 in. equal 3 1-8 in. below the face 
of the cylinder block on the upstroke. 

Should a valve open early and close 
late a small amount of stock should be 
ground from the end of the valve stem. 
If the valve opens late and closes early 
the stem is too short, and a new valve 
should be substituted. Some repairmen 
draw out the stem by peening the lower 
end but this is poor practice as the aver- 
age man merely turns a burr over on the 
edge and this is soon worn off by the 
incessant tapping on the stem. The in- 
take valve should be timed accurately 
on the opening and the exhaust should 
be timed on the closing as in an engine 
whose camshaft may be worn it is not 
always possible to have both the open- 
ing and closing check accurately with 
the figures given. 

The method of determining when the 
valves open and close is as follows: 
With the spring assembled, close the 
valve. When it is closed hold it with 
the fingers as shown in Fig. 1. ‘Twist 
back and forth on the head while some- 
one cranks the engine slowly. The in- 
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WORN PUSH FOD 


Fig. 2—Diagram showing the method 
of using the feeler gage in determin- 
ing the amount of clearance between 
the push rod and the valve stem 
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stant the valve will turn, it has started 
to open, the valve turning until it has 
seated. Another way to check the open- 
ing and closing is to insert a .001, or 
less, feeler, or a thin piece of paper, 
between the stem and push rod. The 
instant the feeler will not move the valve 
has opened. The instant it will move 
after being held tight the valve has 
closed. 

3—When the top ring is placed in the 
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cylinder it should have a gap not less 
than .004 to .008 in. The center ring may 
be as high as .012 and the bottom .016. 
These gaps can be easily measured with 
a feeler gage. Care should be taken not 
to force the ring as it will result in 
getting an incorrect gap. 

4—The method of timing a Ford engine 
by piston travel which is a real accurate 
method is completely explained in one 
of the preceding questions. 
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GROUND BRUSH TROUBLE 


Q—I have a Bosch high tension mag- 
neto which fires at the coupling. The car 
runs all right when started but fires at 
coupling.—Mike Lang, Struble, Iowa. 

In the base of the magneto there is a 
small grounding brush which bears on 
one of the brass ends of the armature. 
The high tension current has to pass 
through the frame of the car in order to 
complete its circuit. Evidently the brush 
is stuck or broken and the high tension 
current is returning through the shaft 
and coupling instead of the grounding 
brush. 


THREE WAY SWITCH 


Q—On a Pierce Arrow limousine which 
we are rebuilding we are desirous of in- 
stalling two dome lights so that they 
may be controlled by two switches, one 
from the dash and one from the tonneau, 
so arranged that either switch will throw 
the lights on or off.—J. Thaspy, Chicago. 


This is a simple case of a three way 
switch and may be installed by using 
two three way switches. A three way 
switch is one that is either on one po- 
sition or the other, and for diagram- 
matic purposes is shown as a single blade 
two point switch, so that the blade may 
be thrown to either point at will. Both 
switches must be of this type. 


The lights will, of course, be placed 
in the position that you desire, but both 
lights must be grounded, provided the 
system is a grounded one, and we be- 
lieve that it is. If the system is not 
grounded, then, of course, the light will 
not be grounded. Both installations are 
shown in Fig. 3. That this scheme of 
wiring will work properly may be seen 
by tracing through from the current 
source. It should be borne in mind that 
these switches are making contact either 
one way or the other. It is possible to 
use a single blade two point knife switch 
in case a regular three way switch is 
not available, and because of the sim- 
plicity of the diagram using a two point 
single blade switch we have shown the 
diagram this way. 

If we start from the ammeter as the 
current source, the current will flow 
through the lead to the first switch to 
point A. Since the blade must be in 
either one position or the other the cur- 
rent will flow to either point C or D. 
For illustration we choose point C. The 
current then flows to point E on the 
second switch and through the blade to 


the two lights which are in parallel, 
but if either of the switches had been 
turned to the other position there would 
have been an interruption in the line 
and the circuit would have been broken. 


1921 MAXWELL WIRING 


Q—Publish wiring diagram of 1921 
6-8 volt Maxwell starting, light and igni- 
tion system. 


Shown in Fig. 4. 
SPLITDORF MAGNETS 


Q—Explain how the current is induced 
on the Splitdorf Oldsmobile model D low 
tension magneto when the winding and 
points are in parallel. 

2—Explain Simms Magneto with bat- 
tery booster. How does the battery cur- 
rent travel when the points are closed, 
and how when the points are open?—Ray 
Sanders, Austin, Minn. 

The Splitdorf Model D armature in- 
duces an electrical pressure in exactly 
the same way as any other magneto or 
generator, by having the winding cut a 
magnetic field. When switch is on “M,” 
circuit is from “A” on magneto to switch 
and from switch there are two paths, 
one through points to ground, one 
through coil primary to ground. When 
points are closed practically all the cur- 
rent passes through them to ground, due 
to their low resistance and coil primary 
is shorted out of circuit. This condition 
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allows the maximum current in the 
armature winding. When points open, 
all current must pass through coil pri- 
mary, which increases the resistance of 
the circuit, lowers the current and pro- 
duces a high self-induced voltage in the 
armature winding. It is this self-induc- 
tion or “kick” that causes the coil to 
operate and produce the spark at the 
plugs. 

2—The action of the Simms coil is very 
similar to the Splitdorf above, except 
that when points are closed, coil is con- 
nected across the dry cells and magneto 
primary is shorted out when points open 
the coil and primary are in series and 
the primary winding of the armature re- 
ceives the self-induced kick of the coil. 


Wiring of 1921 Maxwell 
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1921 MAXWELL WITH SIMMS -UFF SYSTEM. 
Fig. 4 


Diagram for Wiring of Three-Way Switch 
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Fig. 3—Wiring diagram showing the method of connecting a three-way switch so 
that tonneau light may be turned off or on from switch located either in the front 
or rear compartment 
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dificulty in unscrewing the cage insert 








Transmissions, Rear Axles, Etc. 


a large screw driver into the split clamp 
at the point where the thrust bearing ad- 
justing cage lock bolt was removed and 
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Fig. 5—Sectional view of the rear axle assembly of the Chevrolet Model FB, 
showing the points of adjustment 
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CHEVROLET REAR AXLE 


Q—Cutline the service operations in dis- 
sassembling the 1920 Chevrolet rear axle 
and explain the method of adjustment of 
the assembly.—J. S. Holladay, Rapidan, 
Wis. 

To remove the rear axle assembly, 
place two jacks under the rear spring 
brackets and raise the rear end of the 
car far enough to take the weight off the 
springs. Remove the clips and bolts 
holding the springs to the axle. Discon- 
nect the brake pull rods, which operate 
between the foot pedals, hand brake 
lever and rocker shaft on the propeller 
shaft housing. On the Model FB, discon- 
nect the brake pull rods from the operat- 
ing levers on the rear axle housing by 
removing the yoke pins. Slide the axle 
assembly from under the car. 

Since you have not specified what 
model: you have we shall take the model 
FB for an example. 

Remove the four propeller shaft hous- 
ing bolts, clamping the housing to the 
axle housings and lift the assembly off. 
Refer to Fig. 6. 

Remove the hand pole plate shown in 
Fig. 5. Clamp the housing in a vise 
with the hand hole on top. Remove the 
thrust bearing adjusting cage lock bolt. 
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Propeller Shaft Housing 


Spider Pinion 


Thrust Bearing Adjusting Cage 

Pinion Shaft Thrust Bearing 

Thrust Bearing Lock Nut 

Thrust Bearing Lock Screw 

Spacing Washer 

Fig. 6—Sectional view of the propeller shaft assembly of the Model FB Chevrolet 


open the jaws of the clamp slightly. 

To remove the propeller shaft, remove 
the small wire passing through the head 
of the adjusting nut lock screw. Re- 
move the lock screw. Unscrew the 
pinion shaft adjusting nut as far as_¥it 
will go. Pull out the cotter pin holding 
the drive gear nut and remove the nut. 
Slip a flat piece of steel between the back 
of the drive pinion and the lower end of 
the propeller shaft housing. With a lead 
hammer or a piece of wood held against 
the end of the propeller shaft, drive the 
pinion shaft. 

The bearings and spacing washers can 
then be taken off the shaft. The rear 
wheels are keyed on the tapered ends of 
the axle shafts and held in place by a 
castle nut and cotter pin. To remove the 
rear wheels remove the hub caps. On 
model FB also remove the hub extension 
by using the hub cap wrench and turning 
counter clockwise. Remove the cotter 
pin holding the nut on the shaft. Loosen 
the castle nut but do not remove it 
entirely. 

With a bar held against the castle nut 
as shown in Fig. 8, deliver several sharp 
blows on the bar. When the wheel is 
free on its key remove the castle nut 
and the wheel can be pulled off. The 
axle housings are in two halves, right 
and left, held together by a number of 
clamping bolts. Remove these bolts and 
slide the axle housing off the shafts. 
Refer to Fig. 7. The differential gear 
case is in two halves, held together by 
clamping bolts, which when removed 
permit the cases to be separated.: Lift 
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Turn the propeller shaft so that the hole 
in the pinion shaft adjusting nut is in 
line with the milled slots in the end of 
the thrust bearing cage. 

Secure a small steel pin % in. square 
and 1 in. long and place it through the 
slots into the hole in the shaft. With 
a large adjustable wrench gripping the 
splined end of the propeller shaft, turn 
counter clockwise or from left to right. 
This will cause the thrust bearing ad- 
justing cage to turn with the propeller 
shaft. Continue to turn until the cage 
is free, permitting the entire assembly 
to be removed through the drive gear 
end of ‘the housing. Should there be any 





Fig. 8—Illustration of the method to 
be used in removing the Chevrolet 
rear whee! 
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Fig. 7—,Diagram illustrating the method of removing the Chevrolet differential 
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out the differential spider and spider 
gears. The axle shafts with side gears 
attached can then be removed. 


To make the adjustments for this axle 
first assemble the differential and axle 
shafts. Paint the teeth of the drive gear 
with Prussian blue or lamp black. Slide 
the axle housings in place and bolt to- 
gether. At this. point there should be 
no side play to the differential, and it 
should turn freely. Install the propeller 
shaft housing assembly. Grip the 
splined end of the propeller shaft with 
a wrench and turn at least twenty revo- 
lutions. Remove the filler plug on the 
axle housing and by projecting a light 
into the gear case note the marks made 
by the pinion on the drive gear teeth. 

For a properly adjusted gear the bear- 
ing should be along the entire working 
face of each tooth. If the marks do not 
show an even bearing remove the pro- 
peller shaft housing assembly, separate 
and remove the axle housing. Between 
the differential thrust bearings and the 
differential case you will observe sev- 
eral thin washers or shims. To move 
the drive gear to the right take out one 
shim from the right side and install it 
on the left. To move the gear to the 
left reverse these operations. 


If the marks show that the teeth are 


Adjusting the 


Q—Publish diagram of Dodge engine, 
transmission and clutch. What and where 
are the adjustments of this clutch and 
transmission? To remove the clutch and 
transmission what must be taken off 
first? 

2—The engine has a bad knock. The 
clutch does not seem to throw clear out, 
makes shifting difficult. Give cause of 
this trouble and remedy.—cC. J. H., 
Arkansaw, Wis. 
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Clutch Release 
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bearing on the thick or outer edges of 
the teeth, move the differential to the 
left. If the bearing is on the inner edge 
of the teeth move the differential to the 
right. After making the adjustment that 
seems necessary, assemble the axle hous- 
ings and bolt together. Install the pro- 
peller shaft housing assembly. If the 
tooth bearing is not right, try again. 
After securing the proper tooth bearing, 
test for backlash. 

Holding the drive gear with a screw 
driver passing through the filler plug, 
turn the propeller shaft, and note the 
movement obtained. This represents the 
amount of play between the gear teeth. 
For a properly adjusted gear this should 
be very slight, just enough to prevent the 
gears from revolving without binding. 
If there is too much backlash, remove 
the hand hole plate and the thrust bear- 
ing adjusting cage bolt. By inserting a 
punch or round rod into the slots on the 
end of the thrust bearing adjusting cage 
it can be turned, thus moving the pinion 
into closer mesh. "When the desired 
mesh is obtained replace the hand hole 
plate. Be sure that the lug on the bot- 
tom of the plate engages one of the 
milled slots on the end of the thrust 
bearing adjusting cage. Replace and 
properly tighten the thrust bearing ad- 
justing cage bolt. 


Dodge Clutch 


A sectional view of the clutch and 
transmission assembly of the 1917 Dodge 
is shown in Fig. 9. The transmission 
is not provided with any. adjustments. 
If noise develops and the transmission 
fails to function properly it will be a 
case of worn or broken parts and the 
only remedy is to install new ones. In 
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Fig. 9—Sectional view of 1917 Dodge clutch and transmission assembly 
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case the gears slip out of mesh it is 
possible to make an adjustment of the 
shifting shaft plunger. There is a notch 
in the shaft which may become worn and 
the ability of this plunger to take hold 
is dependent upon the spring and notch. 
Therefore it is always advisable to 
examine the spring and notch if trouble 
of this kind is experienced. If a growl- 
ing noise develops in the transmission 
it is probably due to worn bushings or 
worn gears. 

To Adjust or tighten the clutch spring 
it must be compressed sufficiently to 
allow the split washer, which fits into 
one of the three groves cut on the clutch 
shaft, to be moved forward until it fits 
into the next groove. After this has 
been done care should be taken that the 
two halves of this split washer fit se- 
curely into the proper groove on the 
clutch shaft and that the clutch spring 
rear retainer fits snugly around the split 
washer. Keep the drain hole in the bot- 
tom of the clutch housing open so any 
oil can be drained out readily. The 
grease cup on the toe board to the right 
of the accelerator pedal which lubricates 
the ball bearing clutch release should 
be kept filled and should be given one 
complete turn about every 100 miles. 

Make sure the clutch release tubes are 
tightly connected and unobstructed. If 
the clutch facings have become glazed 
or greasy, the disks should be held apart 
and a solution made up of a tablespoon 
of powdered rosin dissolved in a pint 
of turpentine squirted on them. Work 
the clutch pedal back and forth until the 
turpentine has had a chance to cut into 
the facings and dry. When the heads of 
the rivets which hold the fabric to the 
disks are found to interfere with the 
driven disks they should be hammered 
down. The disks should slide easily on 
the pins. See that the pins in the fly- 
wheel and clutch housing are parallel, 
or if necessary enlarge the holes in the 
disk slightly. Care should be taken not 
to enlarge these holes too much as this 
will cause the clutch to rattle. 

In removing the clutch and transmis- 
sion assembly the first operation neces- 
sary is to disconnect the front universal 
joint, which will allow the drive shaft 
to drop down. Remove the bolts from 
the rear engine supports and place a 
jack under the engine to hold it in place. 
Remove the battery and battery box. 
Loosen the exhaust pipe enough to per- 
mit sliding it over to one side. Remove 
all of the bolts between the engine and 
clutch housing. The clutch release bear- 
ing has two small arms supporting it 
which must be released before the units 
can be taken out. After these operations 
have been completed the entire assembly 
can be slid back and dropped. 

2—There are so many possible causes 
for a knock in an engine that it is im- 
possible for us to specify a possible 
location or remedy for it with the very 
limited amount of information you have 
given. If the clutch does not throw all 
of the way out and it is impossible to 
shift gears without grinding them it is 
probably due to greasy plates, a worn 
driven disk or a bent spindle. Before 
any adjustments are attempted the 
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Fig. 10—Sectional view of the 1920 Willys Knight rear axle assembly 


clutch plates should be _ thoroughly 
cleaned. If this fails to remedy con- 
ditions it is advisable to disassemble the 
clutch and make a careful examination 
of the above mentioned parts. 


WILLYS-KNIGHT AXLE 


Q—Give adjustment of the 1920 Willys- 
Knight rear axle assembly.—J. Loomis, 
Middleton, Ohio. 

The adjustment of the 1920 Willys- 
Knight rear axle assembly is as follows: 
Remove the axle housing cover, after 
which the lubricant should be thoroughly 
removed from the gears in order that 
all parts may be brought plainly to 
view. The shaft on which the drive 
pinion gear is keyed is mounted on Tim- 
ken bearings, as shown in Fig. 10, and 
this shaft may be adjusted forward or 
backward by simply turning the adjust- 
ing nuts on the forward end of the shaft. 
The pinion gears should first be ad- 
justed so as to line up squarely with 
the teeth on the differential gear. After 
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this adjustment is made, the differential 
gears should be moved up to the pinion 
by adjusting the Timken bearings on 
which it is mounted until there is the 
slightest perceptible play between the 
teeth. With this adjustment the gears 
will operate silently, providing they are 
in good condition and run true. 


TURNTABLE FOR SHOW WINDOW 


I am trying to work out a device to put 
in a window that will act as a turntable. 
I have heard Of a turntable driven by an 
electric motor, that can be set in a window 


‘and will turn slowly with a car on it. 


If you know of any way it can be done 
please let us have your suggestions.— 
Thos. J. May, Bohling Auto Sales, Ham- 
mond, Ind. 

A turntable for the purpose of display- 
ing a car or other object placed in the 
show window appears a simple thing at 
first but upon considering it more care- 
fully, it becomes increasingly complex 
and expensive. 


The greatest difficulty in rigging up 























Fig. 11—-Sketch showing a proposed method of building a rotating platform for 
window display purposes 
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anything like this is to discover some 
kind of bearing for it. We are inclined 
to believe that if a short piece of shaft- 
ing were secured to the under side of the 
platform by a broad flange and a large 
thrust ball bearing inserted between this 
and the support, a very easy-moving 
turntable would be the result. 

In this arrangement however, the load 
would have to. be perfectly balanced and 
as that is practically impossible it be- 
comes necessary to enlarge the bearing 
or attach a series of rollers or wheels 
around the outside to keep the platform 
level. Our sketch shows a large central 
ball thrust bearing which is to carry the 
load while the outer bearing made up of 
small channel and angle is merely to 
steady the platform. If two large cast 
iron rings 3 or 4 ft. in diameter, could 
be secured they would make a fine thrust 
bearing large enough to be easily bal- 
anced. Shallow ball races could be 
turned in the rings and a spacer made 
up of some strap iron forming altogether 
a perfect bearing for the purpose. 


The power proposition, although sim- 
pler to solve, causes, nevertheless, quite 
a bit of trouble. There are on the mar- 
ket speed reducing gears which might 
be used but in case nothing suitable can 
be found, a mechanism ‘such as shown 
would do the work. This is made up of 
stock gears mounted on suitable bearings 
to get a reduction of from 1,800 r.p.m. 
to 1 r.p.m. A 72 in. drum on the under 
side of the platform has a belt which 
passes over two idlers and to a 2 in. pul- 
ley driven by the motor through a 50 to 
1 reduction gear. A 4 hp. motor should 
take care of the power at a speed of 1 
r.p.m., but if more speed is required, the 
2 in. driving pulley could be enlarged 
slightly; for instance, a 4 in. pulley 
would give a speed of 2 r.p.m. which we 
think would be a maximum. 


ALIGNING FRONT WHEELS 

Q—Is there a given rule of measure- 
ment for camber in front wheels (base 
and top measurement)—example, 33 by 4 
wheel? Give diagrams of all measures 
for front wheels and standard settings.— 
A Subscriber, Huntington Beach, Calif. 

The general rule for setting the cam- 
ber of the front wheels is to have the 
wheel set at an angle of about 2 deg. 
This means that with a 33 in. tire the 
distance from center to center of the 
tires at the bottom will be about 2% in. 
less than the distance measured at the 
top of the tire. In order to determine 
whether the wheels, axle and frame are 
in alignment the following methods of 
measurement may be resorted to: 

The first thing to do is to measure the 
distance from center to center of the 
extremities of each axle as shown in Fig. 
3 (Fig. 12), with wheels in straight ahead 
position. The distance must be the same. 
If semi-elliptic springs are used measure 
the distance from the center of each axle 
to the points of shackling as shown in 
Fig. 2. To.check “camber” and “toe 
in’ make the measurements as shown 
in Fig. 4. In determining the amount 
of “toe in” the distances should be taken 
from center to center of the tires at 
front and rear. Distance H Fig. 4 
should not be greater than K and should 
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not be more than % in. less. To deter- 
mine whether the frame has shifted the 
following test can be applied: 

Place the car on a slight incline and 
allow it to coast over a wet floor. Ob- 
serve the tracks left and see whether 
both front and rear wheels are tracking 
properly. 


ENGINE AND TRANSMISSION 
ALIGNMENT 

Q—Explain how to install a new engine 
in a Chevrolet 490 so that the engine 
clutch and transmission will be in perfect 
alignment.—Carey Scott, Watertown, S. D. 

The trouble that is most likely to 
occur when the engine is connected up 
is that the engine and transmission will 
be out of line vertically. Where this is 
the case it usually results in breaking 
the cone of the clutch. This trouble can 
be corrected at low cost by shimming 
up the engine or the transmission as the 
case may require. If the engine is low 
the clutch cone will enter the flywheel 
farther on the top edge than on the 
bottom edge. The misalignment will also 
show under all conditions by a rattle of 
the drive ring on the square shaft at the 
front of the gear box. 


Paint Removing 
Chemicals 


The paint on an automobile will dry 
out and crack in the course of time, and 
whenever’ these cracks are allowed to 
develop to the point where they pene- 
trate the undercoats, the paint must all 
be removed before the car can be re- 
painted and good work done. The early 
practice of removing paint in this con- 
dition was by the application of a hot 
iron—this later gave way to the gasoline 
torch, and the operation became known 
as burning-off. When metal bodies were 
adopted for general use on automobiles 
it was found that the heat of the torch 
warped the metal and made it unsatis- 
factory for painting over after burning 
off. This resulted in the adoption of 
liquid paint removers, which are brushed 
on the surface in sufficient quantity to 
soften the paint and allow its being 
scraped off with a putty knife. The 
work with them is somewhat tedious and 
slow, as the surfaces must be thorough- 
ly cleaned afterwards, and some experi- 
menting has been going on in search of 
more rapid methods. Any of the non- 
volatile alkaline cleaning compounds can 
be heated just under the boiling point 
and sprayed onto a painted surface, and 
the paint coats will melt before the solu- 
tion just like snow before a flame. But 
none of the paint-removers will remove 
baked-on enamels, and even in the case 
just mentioned it is necessary to place 
such parts in a vat of the hot solution 
in order to remove the baked-on enamel. 
The difficulty with spraying the liquid 
onto the surface is that it will get all 
over everything, and this makes it im- 
possible to remove the paint from a 
wheel without removing it from the 
chassis, or from the cowl without re- 
moving it from the rest of the body, and 
jobs that are not completely burned-off 
predominate in some shops. 
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Fig. 12—Diagram illustrating the various measurements to be checked up in 
determining the front wheel alignment 


Some experimenting has also been 
done with steam in combination with the 
paint removing chemical, and it is 
claimed for some of these devices that 
they will remove baked-on enamel as 
quickly as the ordinary paint, and that 
the work ‘can be so protected that any 
desired surface can be burned-off. Out- 
fits of this kind have not been sufficiently 
developed so that a paintshop installa- 
tion is practical, but are built more upon 




















the specialty shop basis. That is those 
who engage in the business make a spe- 
cialty of burning-off alone, and solicit 
the business from the different shops. 

There is room for considerable im- 
provement in many of the methods used 
in motor car paint shops, and devices 
of this kind are worthy of much encour- 
agement. The trade is always skeptical 
and insists upon being shown, but would 
welcome a quicker and cheaper process 
for removing paint. 
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Very often breaking of the clutch cone on the Chevrolet Model 490 is caused by 
the short shaft “R” and also the whole transmission, not being in line with the 
engine crankshaft, causing bending in the clutch cone and rupture along lines XX. 
The construction of the power plant makes it improbable that the gear box and 


engine get out of line laterally, but the most frequent case is that either the gear 
Means of correcting this is shown in the sketch. 


box or the engine is too low. 


This shows how to shim up the engine and also how to shim up the gear box, 


whichever is needed. 


The usual shim thickness is 0.003 in. and these may be 


secured from any Chevrolet dealer. The part number is 942. When perfect 
alignment is obtained, there will be no rattle of the drive ring ‘“S” on the square 


shaft “R” 
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No-Krode Battery 
Terminal 


One of the objectionable features con- 
cerning a storage battery on a motor 
car is the corrosion of the battery ter- 
minals necessitating frequent attention, 
and often causing trouble from open cir- 
cuits and depletion of the battery through 
leakage of the current. The No-Krode 
Mfg. Co., 514 East Pike street, Seattle, 
has designed and is distributing a special 
type of battery terminal constructed to 
eliminate the objectionable features of 
the ordinary terminals. The theory of 
the terminal is that the connection be- 
tween the copper of the cable and the 
plug is first made to a brass taper plug 
that is fitted accurately to a machine 
contact in the terminal itself and that the 
brass taper plug is sealed in an air tight 
chamber within the terminal. It will be 
seen that this construction as illustrated 
is designed to eliminate all moisture from 
the point of contact and since the ter- 
minal itself is burned to the battery 
post the connection will be a permanent 
one. When the cap Fig. C is screwed 
in place into the base Fig. A, the recess 
rubber washer forces the brass taper 
plug Fig. B in position, which establishes 
a good electrical contact incased in an 
air tight and moisture proof chamber. If 
the cable is to be disconnected the cap 
Fig. C is simply unscrewed, which is a 
valuable feature from the service man’s 
angle when replacing batteries. These 
terminals are sold for $1 a piece making 
the net charge for one battery $2 plus 
the charge of installation. 


Sparton Horn 


For the 1920 model Ford the Sparton 
horn is designed as a more effective 
means of obtaining recognition from 
larger cars on the highway. The sup- 
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No-Krode Battery Terminal 


‘liitlock steering wheel - 











Sparton Ford Horn 


porting arm and method of installation 
is shown in the illustration. The in- 
stallation is simple, no machine work 


being required. All the needed screws 
and bolts are included with the special 
bracket made for the Ford mounting. 
This model Sparton is identical with the 
6-volt AJ motor horn and represents im- 
provements which, according to the 
manufacturers, insure a steady perform- 
ance unaffected by vibration of the car 
by continuous use for any length of time. 
Price $7. The Sparks-Withington Co., 
Jackson, Mich. 


Tiltlock Steering Wheel 


A car equipped with a Tiltlock cannot 
be steered when in the locked position, 
it is claimed, which eliminates the pos- 
sibility of its being driven or towed. It 
combines tilting and locking features, 
making for greater comfort when get- 
ting in or out of car as well as insur- 
ing against theft. It is provided with 
Yale locks. Distributed by the Detroit 
Steering Wheel Sales of Chicago, 1256 
S. Michigan avenue, Chicago. 


Ray-N-Shield 

One model, one size, with one type of 
bracket of the Ray-N-Shield fits all cars, 
open or closed. Adjustment is from the 
driver’s seat. It has side curtains that 
keep out the glare of the sun or other 
lights, and is made with a strong steel 
frame covered with waterproof material 
to withstand all sorts of weather. Glass 
of the following colors can be ordered: 
green, amber, white or regular clear 
windshield glass. Manufactured by 
Western Windshield Works, Minneapolis, 
Minn. 


Steel Wings Front 
Spring 

Steel Wings triple purpose springs for 
the Ford front take the place of shock 
absorbers or other stabilizers. Drop- 
forged hangers, boltless center construc- 
tion and alloy steel, oil tempered, makes 
this spring practically indestructible, it 
is claimed. It gives 10 in. extra spring 
length, having two extra leaves and may 
be installed in a few minutes with two 
wrenches and a jack. The automatic 
oiling feature insures perfect lubrication 
of the leaves and: keeps the spring al- 
ways resilient, according to the manu- 
facturers. Steel Wings Co., 417 S. Dear- 
born St., Chicago. 
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Hoke-Shontz Lead Burn- 
ing Outfit 


A regulator and gage, together with a 
high pressure indicating gage and torch 
with two 6 ft. lengths of hose make up 
this lead burning outfit. The hose is ce- 
mented to the metal tailpiece which con- 
nects with the regular, hence no clamps 
are needed. The large gage indicates 
the contents of the tank, tells if full 
when received and if there is a leak. 
The regulator insures a uniform pres- 
sure and a uniformly hot flame. Needle 
valves in the torch control both the gas 
and oxygen. H. B. Shontz Co., Inc., 157 
West 54th street, New York. 


Bead Cutter 


The “American” bead cutter is designed 
for the purpose of beading off old tires to 
strip down for reliners or to use as tops 
for double treads. The head raises and 
opens to admit the bead between the 
blade and the feed, making it unneces- 
sary, it is claimed, to cut a head. The 
lever pulled down locks automatically, 
and there are no screws or bolts to 
fasten. Price $27.50 f.o.b. St. Louis, 
manufactured by the American Shoe 
Machinery. & Tool Co. 


Ekern-Turk Grease Gun 


A portable grease gun with a capacity 
of 56 lb. grease or 7 gal. oil which is 
especially suitable for shops where large 
quantities of grease or oil are demanded 
is manufactured by the Ekern Bros. Mfg. 





American bead cutter 


Co., Inc., Pipestone, Minn. It consists 
of a heavy, seamless steel cylinder 
mounted on three wheels having 5 ft. 
of hose attached to the bottom with a 
shut-off valve and nozzle at the end of 








adjustable 
reamer 


Hoke-Shontz lead burning outfit 


the hose. The same register is used for 
both oil and grease, registering in 
pounds when grease is used and in pints 
when using oil. 


Kylin Adjustable Reamer 


The Klyin hand reamer answers the 
demand for an adjustable reamer which 
can expand or contract accurately by 
simply turning one graduated nut and 
reading off the amount of expansion or 
contraction in the same manner as a 
micrometer is read. It has only one 
adjusting nut for expanding and con- 
tracting, and the large diameter of the 
reamer body affords rigid support for 
blades in the slots. Prices run from 
$11.50 to $19.75, according to size, and 
blades may be purchased separately by 
the set. Foster-Johnson Reamer Co., 
Elkhart, Ind. 


Vulcan Air Compressor 


This is a single cylinder, single act- 
ing, air cooled machine. On one side 
are the tight and loose pulleys and a 
turned and balanced flywheel on the 
other, insuring a steady running and 
perfectly balanced machine. The valves 
are carried in cages and can be taken 
out without taking off the head by simply 
removing two cap screws. An interest- 
ing feature of this machine is the lubri- 
cation system, which is by means of two 
forged fingers projecting from the crank 
throw. These fingers dip into the oil 
and pick up just enough to properly 
lubricate the piston and main bearings. 
The connecting rod does not strike the 
oil at all. Pressure as high as 200 lbs. 
per square inch can be developed, it is 
claimed, and a constant pressure of 150 
lbs. can be maintained without overheat- 
ing. Vulcan Mfg. Co., Kansas City, Mo. 









Vulcan air compressor 






































Employee Uses Car With- 
out Owner’s Consent 
and Damages It 


If a car is placed in a shop for small 
repairs, not serious enough to necessitate 
a road test, and if employees of this shop 
take the car and drive it without the 
owner’s consent, and while they are using 
it the connecting rod comes loose break- 
ing the crankcase, who can be held re- 
sponsible for the bill? Is it against the 
law to use an owner’s car without writ- 
ten permission?—Moore & Page Motors 
Co., McKenzie, Tenn. 


If the car is taken out by the em- 
ployee without the consent of the garage 
owner, either express or implied, ordi- 
narily the garagekeeper would not be 
liable for damages caused by the em- 
ployee to the machine. To make the 
keeper liable for the negligent acts of 
his employee, such must have been done 
while the employee was acting within 
the scope or apparent scope of his em- 
ployment. 

If the loss was due to the negligent 
act of the employee while he was not 
acting within the scope of his employ- 
ment he alone might be held responsible. 
This is not saying that the employee 
was negligent, for the connecting rod’s 
coming loose may not have resulted 
from his negligence. 


Some states have a law making it 
theft for one to drive away another’s 
car without permission. I do not think 
written permission would be required. 


The garagekeeper is not an insurer of 
the automobiles left in his charge to be 
cared for but he is bound to use reason- 
able care or ordinary diligence in their 
keeping and to return same to their 
owners. 


A word of caution may here be given 
on the subject of retaining or employing 
men who have the habit of wrongfully 
taking out cars. If the garageheeper bas 
notice ar knowledge that he has in his 
employment certain employees whose 
proclivities render it likely that they 
will damage cars left at the garage or 
shop, by taking them out at improper 
times and making unauthorized use of 
them, it is the keeper’s duty to exercise 
ordinary care to protect such cars from 
this danger. He may become liable for 
damages to a car by such unauthorized 
use of an employee, by continuing to re- 
tain the servant in his employee after 
knowledge of his disposition to so use 
such cars. The dealer is charged with 
negligence in employing such servants. 


awiyour Business 


By Wellington Gustin 


Have You a Legal 
Difficulty? 


A EEMINGLY knotty legal prob- 
lems are constantly arising in 
the dealer’s business, which even a 
slight knowledge of the law easily 
may solve. MOTOR AGE presents 
here the most common legal prob- 
lems which confront the dealer. Mr. 
Gustin, a member of the Chicago bar, 
not only is well versed in the law 
relating to the dealer, but presents it 
in such a way as to be readily under- 
stood by the layman. In addition to 
his articles, Mr. Gustin will gladly 
answer such individual inquiries on 
knotty points as may be submitted 
to him. 


TOMTECOCOOEUOOGUEUEOROUCOREORECEOGERSOCUOESSOUGODEOREREOCCEORSCOORCERRCCCCOOEEOD 


MAY USED CARS BE HANDLED AND 
ADVERTISED BY UNAUTHORIZED 
DEALER UNDER NAME OF 
MANUFACTURER? 


Gem question of whether or not any- 

one may engage in the sale and pur- 
chase of one make used car under the 
trade name of such car and advertise as 
a dealer in used cars of one make ex- 
clusively has not to our knowledge 
reached the higher courts, but a prob- 
able holding of such a court can be ar- 
rived at. 


First, the used car dealer does not 
operate under contract with the manu- 
facturer and he may not, therefore, be 
controlled through an agency contract. 
A buyer of a car gets complete and un- 
limited title, and may sell or dispose of 
it as he pleases unrestricted by the 
manufacturer. If a buyer of a second- 
hand car desires to restrict his pur- 
chases and sales to one line or brand 
of cars, may he not so advertise? Or 
does the manufacturer have such a prop- 
erty right in his own name, or some 
name under which it conducts its busi- 
ness, that it may grant the right to use 
its name to certain specified dealers with 
whom it contracts, and may such manu- 
facturer or its agent restrain any other 
not in contractual relation with them 
from using such name in advertising his 
own business where the latter deals in 
second-hand cars of such manufacturer? 


Where the second-hand dealer makes 
no misrepresentation as to his business, 
we are of the opinion that he may not 
be restrained from using a manufac- 
turer’s name or brand which appears on 
the automobile he is selling or buying. 
However, there are limitations to the 
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Holding Car Against 
Mortgage 


I have a car here that I have repaired 
and that belongs to a man in Iowa. I 
have refused to let it go until the bill has 
been paid. Now along comes a man with 
a chattle mortgage on it, but the mortg- 
age is drawn in Iowa. I. refused to let 
him have the car until the bill was paid. 
The man who brought the car in to me 
ordered me to put it in storage and there 
it remains. 


Can I dispose of it in any way to 
collect this money or do I have to hold it 
indefinitely until they get ready to come 
and get it and settle up the account? Can 
I collect the storage that has accumu- 
lated?—Motor-Inn Garage, Morrison, IIl. 


The Illinois statute giving a garage 
keeper a lien on motor vehicles, parts 
and accessories thereof for storage or 
repairs has been declared unconstitu- 
tional by the Supreme Court, and you 
have done the right thing by holding 
the car, preserving your lien under the 
common law. This lien now available to 
the Illinois garage keeper gives one only 
the right to retain and hold possession of 
the property, but does not give one the 
right to sell the property. 


Can Collect for Storage 

You should be able to collect storage 
on the car at the same time you collect 
for the repairs. 

The Illinois statute requires that a 
chattel mortgage, of a resident of a for- 
eign state to be good against third parties 
to the mortgage, be recorded in the 
county where the property is kept. If 
the Iowa mortgage was not so recorded 
in Illinois then you would have the prior 
lien. 








rule. On the one hand he is favored by 
the policy of the law to encourage and 
aid free competition in business, but on 
the other he may not compete unfairly. 
If it can be shown that the manufac- 
turer’s name and brand is used and ad- 
yertised in such a way as to unfairly 
compete with authorized dealers, such 
use and such advertising may be re- 
strained in a court of equity. If it can 
be shown that the advertiser by his un- 
warranted advertising and representa- 
tions misleads the buying public, to the 
damage of such authorized dealers, as 
where he secures prospects and sales by 
leading the prospect and purchaser to 
believe he is the regular authorized 
dealer, it should be possible to get relief 
in a court of equity and restrain the 
competitor from unfair competition. 
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Shearing Blades for Vise 


Jaws 


The usual practice in the shop is to 
clamp bar stock, plate brake lining, etc., 
in the jaws of a vise and cut these with 
a cold chisel and hammer. For the 
occasional use which the repairshop has 
for powerful shears a pair of blades 
made to attach to the jaws of a vise as 
shown in the sketch, will give rapid 
and satisfactory results. These are 
capable of shearing plates up to a quar- 
ter of an inch in thickness. These cut- 
ters are forged from tool steel and the 
cutting edges are hardened. The cutter 
blades are jointed by means of a bolt 
which permits removal of the sections 
for grinding and also permits of adjust- 
ing the blades to compensate for wear. 

A “V” shaped groove near the hinge 
bolt is for the purpose of shortening 
bolts or for cutting heavy circular bar 
stock. 


Pry Bar for Setting 
Spring Clips 


Spring clips for securing the springs 
in clips at either the axles or frame of 
the car, are troublesome to enter unless 
a clamp or other tool is used to pull the 
ends in line with the holes. 

A serviceable tool for use on these 


CLIP /S ENTERED BY PRYING AS INDICATED BY ARROW 


SECTION OF BAR WHICH 


BEARS AGAINST SPRING 
CLIP/S GROOVED 


aintenance 


SHEARING BLADES 





clips when changing or renewing springs 
consists of a bar forged from a piece of 
% in. round steel stock with a hook to 
engage one side of the spring and a 
grooved end to bear against one side of 
the spring clip. With this tool, to pry 
the clip fastener in line with the hole the 
only other requirement is a hammer to 
tap the clip into place. 


Accurate Tire Inflation 


I have been a subscriber to Motor Acr 
for about eight years during which time 
I have read numerous articles about 
proper inflation of tires. I do not recall, 
however, any mention of what I _ believe 
to be one cause of under-inflation, name- 
ly, unreliable gages. 

Testing a tire with a gage does not 
mean anything unless the gage is ac- 
curate. In one case I have in mind the 
pressure of a tire was measured with 
three gages which were found to read 
68, 83, and 93 Ilb., respectively. It was 
known that the lowest reading gage was 
correct. 

However, you can readily see that it 
would have been an easy matter to have 
read the pressure with one of the other 
gages and had an under-inflated tire as a 
result. 

This inaccuracy is not confined by any 
means to the pocket type, as many 
garage gages are inaccurate. 

It is possible to rig up a gage on an 
air tank so that pocket gages can be 
compared with the correct pressure as 
indicated by an accurate gage on the 
tank. 

The man who does this ought to get the 
blessings of his customers and their trade 
forevermore.—T. J. Laton, Madbury, N. H. 
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Editor’s Note—The preceding sugges- 
tion by one of our readers is a very good 
one and the gage as he describes it could 
be applied near the air hose connection 
with a valve connection that would 
enable the motorist to test his gage and 
compare it with the standard before 
him. The gage would serve a very use- 
ful purpose to the motorist and by means 
of a neat sign placed near would no 
doubt be of considerable value from an 
advertising standpoint. 


A Light on the Hat Aids 
Radiator Repairman 


A radiator repairman has hit on the 
novel use of a small incandescent light 
bulb as shown in the illustration. After 
years of work he found that nothing 
helped quite so much as having the light 
where it was needed all of the time. 
Consequently he cut the crown out of an 
old hat, and fastened the bulb to the 
band, just above the rim, as shown. The 
brim of the hat shades the eyes and yet 
the light shines with full force just 
where it is the most needed. 





Car Washer Work 
Behind Curtain 


A large canvas curtain that can be 
rolled up or let down is used for shut- 
ting off the end of the room where cars 
are washed. When a car is being 
cleaned the curtain prevents other cars 
and persons from being splashed. It 
also acts as a shield to keep the wind 
from drawing through this end of the 
shop when the main door of the garage 
is open. In winter this last is quite an 
important feature, as the man who is 
handling water soon becomes chilled if 
compelled to work in a draft. 


Cold Chisels 


Cold chisels are always in use around 
a garage and sometimes it is hard to 
get good ones. 

Take an old Ford magnet, and work 
out.a chisel and temper as with tool 
steel, and you will have a tool that will 
stand the work. 
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1920 Monitor—Remy Starting and Lighting and 


Connecticut Ignition 
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Name of Car and Date on Which Wirmg Diagrams Have Appeared in Previous Issues 


Allen—Sept. 30, '20 
American Beauty—Feb. 17, 
21 


Buick—Dec. 23, '20 
Cadillac—Nov. 18, ’20 
— 7, °20; Feb. 17, 


Chalmers—Feb. 24, ’21 
Cleveland—Feb. 24, 21 


Cole—Dec. 9, °20 
Jan. 6, °21; Jan. 20, ’21 


Daniels—Feb. 17, ’21 


Dorris—Dec. 9, °20; 
Feb. 24, ’21 


Elcar—Oct. 28, ’20 
Dec. 2, °20 
Elgin—Oct. 14, '20 
Elkhart—March 3, ’20 
Franklin—Dec. 2, ’20 


Grant—Nov. 25, °20 
Hudson—Jan. 13, ’21 
March 17, °21 

Hupmobile—Feb. 3, ’21 
Jackson—Mar, 17, ’21 
Jordan—March 10, ’21 
King—March 3, ’21 
Kissel—Oct. 21, ’20 
Lexington—Dec. 16, ’20 


McFarland—March 24, '21 


Mercer—March 24, °21 


Mitchell—Jan. 6, '21 
Moore—Nov. 11, °20 
Moline-Knight—Nov. 


4, °20 


National—Dec, 16, ’20 


March 10, '21 


Oakland—March 24, ’21 


Oldsmobile—Sept. 16, 
Nov. 25, °20 
Dec. 23, ’20 


Packard—Oct. 7, ’20 
Paige—March 10, ’21 


20 


Peerless—Nov. 18, ’20 


March 3, ’21 


Additional Wirmg Diagrams May Be Found in the Readers’ Clearing House in This Issue 


Premier—Feb. 10, '21 
Reo—Feb. 10, ’21 
Roamer—Dec. 30, ’20 

Feb. 10, ’21 
Saxon—Oct. 21, '20 

Dec. 30, ’20 
Scripps-Booth—Feb. 3, ’21 
Sheridan—Feb. 3, '21 


Stearns—Nov. 4, ’20 
Jan. 13, ’21 


Stephens—Sept. 16, ’20 
Studebaker—Oct. 29, '20 
Velie—Jan. 20, ’21 
Willys-Knight—Oct. 14, '20 
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Motor Age Maintenance Data Sheet No. 143 
One of a series of weekly pages of information valuable to service men and dealers—save this page 
(Continued from last week) 
CRAWFORD | DAVIS 
Year Model Cyls. Price Serial Numbers Year Model Cyls. Price Serial Numbers 
1912 12-30 4 $1600) _ (Engine number used as 
12-40 4 2100 ¢ 730-840 number up to and inctuding 1918) 
1913 13-30 4 1750 1912 40 4 $1850 Continental C, 101-180 
13-40 4 2100 § 841-926 1913 40 4 2000 Continental C, 1801-4270 
14-40 tie 2k. 1914 35 4 1335 Continental 4N, 111-874 
1915 15-6-35 6 a. 1915 eg . — po ent oe ensue 
‘ S 2 . 1235 Continenta re -70 
15-40 ni 2100 $ 988 1090 Six-50 6 2150 Continental 6P. 1023-2920 
1916 16-40 6 1650 1091-1195 1916 Six-F&G 6 1095 Continental 7W, 10605-17650 
1917 17-40 6 1750 1196-1234 Six-E 6 1495 Continental 6N. 1719-8693 
1918 18-40 6 2250 1235-1294 1917 Six-H, I 6 1195 Continental 7W, 17651-67452 
1919 19-6-40 6 2500 1295-1337 Six-K 6 1795 Continental 7W, 17651-67452 
1920 20-6-40 6 2750 1340 up 1918 a 6 io pete apes = aioe. Po 
NI Six-H, I, L 6 14 ontinenta Vv, 
a ee 98, RO Reaee: of treme Six-K 6 1850 Continental TW, 5001-5600 
1919 Six-H, I, L 6 1685 
Six-N &P 6 2300 } 5001-6000 
Six-J, M 6 2050 “ 
‘ rp Number on left rear motor arm 
Year Model Cyls. Price Serial Numbers Pe pet tng nd hen gs 
1914 D-45 4 $1245 plate 
D-55 4 stae 6600-6500 
D-56 4 
1915 E-45 4 134 
E-65 6 225 — | DETROITER 
B-$¢ ¢ ss | Year Model Cyl. Price Serial Numbers 
B-26 bs 25 1916 F $98 
1916 CE-30 4 7 125 aie ; ra : 88 | 15000-20000 
CE-33 4 795 5 7201-9025 1/1917 6-45 € 1195” 20000 up 
1917 rae : te 9026-13295 Discontinued Number on dash plate 
, -o0 ~ j 
Number plate on dash 
1918 CE-32-34 P 
& 36 4 995 13296-15292 | DIRECT DRIVE—See Champion 
1919  CE-32-34 
nae a 4 1095 | 15293-17411 
yy | DIXIE FLYER 
& 46 6 1355 
1920 L-55-4 Year Model Cyls. Price Serial Numbers 
eee ts: eee 17412 up 1916 L 4 i+ bc a 
Number on seat frame under, !917 Lx 4 - = 
i 1918 L$ 4 995 
front cushion { 598 3500-5000 
1919 H-S-50 f 1365 5000 up 
1920 H-S-50 + 1465 " _ ‘none . , x 
T umber on le ront spring horn 
CUNNINGHAM and on dash under hood 
Year Model Cyls. Price Serial Numbers 
1912 J Or. \ ans 181-305 
1918 M eye oe 306-455 DODGE 
1914 R ee 456-75 
1915 s Bee. ees oar aes Ye Cyls. Price Serial Numbers 
19 y’ = 11- 14- 14to 10-31-17 4 ....... 1-200000 
16 V-1 | eee 991-1297 ; = 
1917 V-2 8 1298-1597 8.18-15 to 3- 1*18 4 _........ 25000-225000 
1918 DA Seat: rpg 2- 9.16 to 4-26-18 4 _ ........ 50000-250000 
east 5p ence, Sa 1601-2300 6-15-16 to 8- 8-18 4 75000-275000 
es sh a anaes Mo itto gisls 40 oe 128000-825000 
Number on left frame m 2-17-17to 3-19-19 4 ~~ -......- - 
near radiator ember) fr 117to 3-19-19 4  _. 150000-250000 
8- 3-17 4 eeeeeee §=175000-275000 
' Number stamped on frame under 
| floor board; engine number on 
DANIELS | left side just above carburetor 
Year Model Cyls. Price Serial Numbers 
1916 =A ere 103-257 DORRIS 
1917 A eo 258-302 
B Rae a 401-560 | Year Model Cyls. Price Serial Numbers 
1918 A Os ooctlhins 361-383 } 1912 G 4 $2500 3001-3255 
B eS <"eeeeeas 561-741 1913 H 4 2500 5001-5281 
1919 B 8 742-873 1914 I 4 2500 6001-6110 
Eat Number on front end crankshaft 
Number on top of front gearcase| 1915 I-A-4 4 2250 6111-6220 
cover; engine number on crank- iste f 
case near distributor 1916 I-A-6 6 2475 8001-8140 
Cc SS vegans 1001-1049 1917 I-B-6 6 2475 8141-8289 
D ag ers -1101-1131 1918 I-C-6 6 2985 8300-8392 ; 
1920 Cc 8 $4500 1132 up Number on name plate left-side 
D 8 1050 up of motor 
iit elt 1919 6-80 © 6 4350 8401-8658 
Number on left frame member | 1920 6-80 4350 8659 up 
under kood; engine number on reauieae on top crankcase left 


side center 
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MOTOR AGE 


March 31, 1921 

















AUTOMOBILE SHOWS 


Greenfield, Mass...... Automotive Show 
Columbia, S. C Automotive Show 
New Britain, Conn.. Automotive Show 
Lewistown, Pa. Annual Show 


March 28-April 2 
March 28-April 2 
March 30-April 2 
March 30-April 2 


Mexico City 
Lincoln, Ill. 
Chicago 


Chattanooga, Tenn...Annual Automobile Show 


Bridgeton, N. J 


Denver Automobile Show 


Annual Automobile Show 
Gloversville, N. Y....Annual Automobile Show 


Indianapolis Spwy... 
Uniontown Spwy..... 
Cincinnati 


April 3-9 
April 4-9 





Seattle 


Norfolk, Neb. Automobile Show 


Annual Automobile Show 


April 4-9 
April 7-9 





Buffalo 


men’s Show 


First Annual Motors and Sports- 


April 11-16 Pikes Peak 





Oklahoma City 
Charlotte, N. C. 


Annual Automobile Show 
Carolinas Automobile Show 


April 11-16 
April 11-16 


Uniontown Spwy..... 
Los Angeles 


Annual Automobile Show 
Automobile and Industrial 
Automobile Show 
Automobile Show 


RACES 


500 Mile Race.. 


April 16-23 
April 20-23 
April 20-May 5 
April 21-29 
May 7-15 








June 18 


July 4 
July 25 

August 3 
September 5 
September 5 
November 24 





Speedway Race (Possible) 
Speedway Race ... 
French Grand Prix 
Road Race (Possible) 
Hill Climb 
Annual Autumn Classic 
Speedway Race 














Business Notes 


The Toledo Standard Commutator Co., Toledo, 
has gone on a full time production basis. The 
company has several contracts with automobile 
factories and has begun receiving orders for the 
production drive getting under way. At the 
annual meeting of stockholders the officers were 
re-elected. Charles A. VanDeusen is president; 
Eugene Rheinfrank, vice-president; E. B. Moon, 
secretary-treasurer. x . Kershaw, for many 
years with the Elecrric Auto-Lite Corp., has as- 
sociated himself with the company as vice-presi- 
dent and general manager. He will be in direct 
charge of production. 


Motor Wheel Corp., Lansing, report as of 
Dec. 31, shows total assets of $9,629,942.29. 
Current assets of $4,479,381.74 include inven- 
tories on hand and in transit of $2,891,822.48; 
notes and accounts receivable less reserve, 
$868,385.66; Liberty Bonds, at market value, 
$54,114.85, accrued interest, $2,429.87; cash and 
short term bankers acceptances, $662,628.88. 


The Auto Specialties Co., St. Joseph, Mich., 
has bought the patents of the Burgess Shock 
Absorber Co., and after completing improvements 
on the plant, will enter upon the manufacture of 
shock absorbers. 


The North Star Mfg. Co. has taken over the 
business of the S. & M. Mfg. Co., maker of 
the North Star glare thield and has started up 
a factory at 6046 South State street, Chicago, 
to manufacture the shield. 


The Fort Wayne Motor Car Co., Inc., has been 
organized to take over the business of The Colfax 
Co, in Fort Wayne, Ind., which had the agency 
for the Oakland cars. This agency has been dis- 
continued and hereafter the operations of this 
concern will be confined to the buying and sell- 
ing of used cars exclusively. 

The A. C. Mannweiler Lamp Co., Fort Wayne, 
Ind.. which makes miniature lamps for automobile 
headlights, has changed its name to the Anthony 
Wayne Lamp Co. Additional equipment has been 
installed for the manufacture of large lamps of 
all types, including tungsten, nitrogen and carbon, 
in addition to the miniature lamps which have 
been the sole product of the company in the 
past. 


_ The Re-Flow System of Wisconsin has been 
incorporated at ilwaukee with a capital stock 
of $100,000 to manufacture and sell automotive 
equipment, appliances and devices. It takes over 
the sole rights to the manufacture and sale of 
the “Week’s Camel,” a device designed to pre- 
vent overheating and excessive carbonizing of 
internal combustion engines. The name of the 
system has been changed to ‘“‘Week’s Re-Flow.” 
following improvements and refinements of the 
device. 

The Stearns Sales Agency, Milwaukee, distrib- 
utor of the Stearns, has been appointed repre- 
sentative of the Rols-Royce in the same territory. 

The Hephner-Daul Motor Co., Eau Claire, Wis., 
has been organized to act as distributor of the 

C S in western Wisconsin. G. J. Hephner, 
president and general manager, will have head- 
quarters at LaCrosse, Wis., and J Daul, 
secretary and treasurer, at Eau Claire. 

The Ogren Motor Car Co., Milwaukee, manu- 
facturer of the Ogren Six, has opened a distrib- 
uting branch, sales, display and service station 
in Milwaukee. Fred L. Good is sales manager. 


The Milwaukee Oldsmobile Sales Co. has been 
ooapaiond at Milwaukee to distribute the Olds- 
mobile line in Milwaukee county. C. L. Goersch 


is president, A. G. Steinbach vice-president and 
E. F, Berry secretary and treasurer. During the 
spring and summer a sales and service building 
for permanent headquarters will be erected. 


The C. G. Spring Co., Kalamazoo, Mich., has 
re-elected Christian Girl as president for the 
ensuing year. Utz, consulting engineer 
of Detroit, has been named vice president. 
Judson Clary is secretary and Charles Gettler, 
treasurer. These four and Fred R. Eaton com- 
prise the board of directors. The plant in Kala- 
mazoo is operating on about a 40 to 50 per cent 
basis. Two service stations, one in Chicago, 
the other in Detroit, have been established. 
C. C. Homan, one-time purchasing agent for 
the Willys-Overland Co., is in charge of the 
Chicago branch. He also has general direction 
of sales in the bumper division. B. M. Shortt 
is manager of the Detroit station. 


The National Mac-Core Motor Corp., of Kala- 
mazoo, Mich., is now in process of organization 
to take over the interests of the McIntyre 
Motor Sales Co. It will be organized under 
the laws of Delaware and will have an author- 
ized capital of $750,000, with $250,000 j:aid in. 
Stockholders of the McIntyre company have 
consented to a transfer of their interests. 
Eugene D. Core, president of the Atlas Tool 
Co., Toledo, will be head of the new company. 
The Kalamazoo plant will be retained and will 


house the main offices and likely be doubled 
in size in a short time. One engine daily is 
the output at present and only 12 to 15 hands 
are given steady employment. It is planned to 
greatly increase the output later on. 


The Grove-Packer Motor Co., Harrisburg, Pa., 
has been appointed distributor in that territory 
for Paige automobiles. W. P. Grove and Russel 
Packer comprise the new firm. 

The National Auto Supply Co., operating a 
chain of tire stores in. Chicago, has obtained the 
exclusive sales rights for Syra-Cord tires in that 
territory. The Reed Motor Supply eo 
Paul, has taken over distribution of the tires in 
Minnesota. 

The Gill Mfg. Co., Chicago, manufacturer of 
Gill one-piece piston rings, has opened branch 
offices in the following cities: Albany, N. Y. 
228 Washington avenue; Albuquerque, N. M., 
706 W. Central avenue; Buffalo, 1032 Main 
street; Des Moines, 1301 Locust street; Hart- 
ford, Conn., 349 Trumbull street; and Syracuse, 
N. Y., 402 Grape street, making a total of 39 
factory branches. 

Evans & Ould, 1780 Broadway, New York 
City, have taken the exclusive agency for the 
entire country for Houpert one-piece piston rings 
and are now building up an organization to 
pervs repairmen in all parts of the United 
States. . 


Motor Trucks Used Instead of Railroad 


California has made the first shipment of oranges and lemons direct from Los 
Angeles to London and the feature of the project is that at no stage was the fruit 


transported by rail. 


Tariff rates to eastern ports by railroad are so high that the 


California Fruit Growers’ Exchange determined to ship by water and truck exclu- 
sively. The trucks transported the boxed fruit from the packing houses to the 


boat-side direct. 


This shipment has been made at a saving of 75 cents per box 
over the old way of transcontinental railroads to the eastern seaboard. 


Four 


thousand boxes, the equivalent of nine freight carloads, made up the first shipment 





